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A man feels good 


.oe when he’s Insured in the New England Life 


Perhaps you've already decided that you need life money savings for New England Life policyholders. 
insurance. TI y that you ch is another > ly generous choices of benefits are another 
re. And there are many other advantages in the 
. ke that second step, look into the New New England Life contract — privileges you just can’t 
England Life contract. In its broad guarantees and afford to ignore. Especially when you get all of them 
general flexibility it is unexcelled by any other policy. ata favorable price which reflects the strong financial 
Example: Most family situations change as the Position and economical operation of this company. oe 
years go by. Every life insurance policy should be ad- Aman should feel good. These extra benefits add up hole fam; limpse of hap. 
justable to meet such changes. The liberal terms of to a better life for you. Any New England Life agent E, i ing happiness 
our change of plan provision can mean substantial will gladly tell you more. 
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Here is a picture of the new 
Petersburg, Virginia branch 
office of The Life of Virginia. 
It is a pleasing example of the 
rapid development of the 
Company’s field activities. 


In the past 15 months the 
Company has established 12 new 
branch offices in 9 different 





New Neighbor 


...in 3s Ss communities 


states. During that same period 
it has opened 26 new branch 
office buildings designed espe- 
cially for and occupied solely by 
representatives of The Life 
of Virginia. 


The Company now operates in 
24 states and the District 
of Columbia. 


TELE LIFE: Soran Company 
OF VIRGINIA 





OPS SE ig OS iO TERIB AE LOM DEY is AaB eRe erst 


Richmond 





e Established 1871 


Nd 





THE NATIONAL UNDERWRITER, Life Insurance Edition. Published week] 
year, No. 46, Friday, November 18, 1955. $7 per year (3 years, $18); 
matter June 9, 1900, at Chicago, Ill., under the Act of March 3, 1879. 





y by the National Underwriter Company, Office of Publication, 175 W. Jackson Blvd., Chicago, Il., U. S. A. 50th 
Canada, 38 per year (3 years, $21); Foreign, $8.50 per year (3 years, $22.50). 30 cents per copy. Entered as second class 


ws | tee || Te 


eo c= 


enjoye 
histor: 
half < 
Stock | 


. assets, 


tion t 
comes 








NAIC Group Holds 
Conference at N. Y. 
on Variable Annuity 


Presidents of Two 
Largest Life Insurers 
Give Opposing Views 


NEW YORK—President Carrol M. 
Shanks of Prudential and President 
Frederic W. Ecker of Metropolitan sat 
across the table from each other and 
expressed diametrically opposite views 
on the variable annuity Monday. 

The occasion was a conference at the 
New York department office called 
by the National Assn. of Insurance 
Commissioners variable annuity sub- 
committee headed by Superintendent 
Pryatel of Ohio. 

Mr. Shanks emphasized the need 
for an annuity that would reflect cost- 
of-living changes and said if such a 
contract is issued it should be issued 
by life companies. He said he would 
ask those who oppose the variable an- 
nuity if they have a better answer—or 
even another answer. He deplored the 
idea that life insurance should be the 
only dynamic industry that refuses to 
do something just because it has not 
been done before. He explained in de- 
tail how a life company can guarantee 
the mortality and expense elements of 
a variable annuity while not guaran- 
teeing the investment results. As for 
fears that it would confuse life agents 
to be selling variable annuities, Mr. 
Shanks said these would be less com- 
plicated than some of the contracts 
they are already selling. 

Concerning fears that the Securities 
and Exchange Commission might assert 
‘a right to regulate the sale of variable 
annuities on the ground that it would 
really be a sale of shares of stock, Mr. 
Shanks said there is no justification 
for this. He pointed out that there 
would be no more reason to regard a 
variable annuity as a sale of stock than 
for regarding the sale of a conventional 
annuity as a sale of bonds and mort- 
gages, 

Following Prudential’s presentation, 
the subcommittee decided that no 
member of the press could be present 
except on condition that nothing be 
reported. Consequently THE NATIONAL 
UNDERWRITER reporter, the only news- 
paper man present, departed. 

However, it is understood that Mr. 
Ecker said he favors experimentation 
but when a proposal is such that it 
could have disastrous consequences he 
felt he must speak out. He pointed out 
that the life insurance business has 
enjoyed the greatest growth in its 
history since the Armstrong Laws of 
half a century ago limited common 
stock holdings to a small percentage of 


tion to annuitants who find their in- 


Comes dwindling in purchasing power 
(CONTINUED ON PAGE 20) 





N.Y. State Assn. for 
Taxing Commission 
on Agent's Own Policy 


The commission that an agent is 
paid, either actually or constructively, 
on policies on his own life, should be 
regarded as taxable under the federal 
income tax law, since making them 
tax-free would give weight to the ar- 
gument of some unions that welfare 
plans should be written direct, without 
commission to a broker or agent, New 
York State Assn. of Life Underwriters 
believes. 

This view was adopted at the fall 
delegate meeting in Utica in the form 
of a request to National Assn. of Life 
Underwriters to refrain from inter- 
vening as amicus curiae in two pend- 
ing suits that would seek to have com- 
missions on an agent’s own insurance 
declared not to be taxable income. The 
suits were brought in recent months by 
A. J. Ostheimer III, Northwestern Mu- 
tual Life, Philadelphia, and Sadler 
Hayes, Penn Mutual, New York City. 

NALWU had given its counsel, Carlyle 
M. Dunaway, authorization to enter the 
suits as amicus curiae. He has not yet 
done so. 

The state association took the posi- 
tion that if the commission paid to 
the agent on his own business is not 
taxable but is like a “courtesy dis- 
count” given by some firms to their 
employes, then it would mean that life 
insurance is being sold at two different 
prices, a situation that would tend to 
weaken the anti-rebate laws. 

The association’s view is that the 
price of life insurance is the same to 
all, whether it is being sold to the 
agent, a union welfare fund, or any 
other buyer. The commission is paid 
for service and when the agent sells 
to himself he is presumably rendering 
service to himself and is getting paid 
for it, so he should be taxed on the 
commission. 

Other actions taken by the state 
association will be reported in next 
week’s issue. 


fie NATIONAL UNDERWRITER 


The National Weekly Newspaper of Life Insurance 


Proposed Rules for A & H Ads Released 


Give Text for 
Proposed AéH 


Advertising Rules 


WHEREAS the insurance laws of 
this state and particularly (refer to 
specific sections) prohibit the trans- 
mission of information in the form of 
advertisements or otherwise in such a 
manner or of such substance that the 
insurance buying public may be de- 
ceived or misled thereby; and WHERE- 
AS said insurance laws establish only 
general standards by which advertis- 
ing in the field of individual, group, 
blanket and franchise accident and 
sickness insurance should be prepared, 
disseminated and regulated; and 

WHEREAS it is considered proper 
and essential to implement and inter- 
pret the general statutory standards 
and to adopt proper procedures to ex- 
pedite enforcement thereof by this of- 
fice; now therefore IT IS ORDERED 
that the following standards of adver- 
tising in the field of accident and sick- 
ness insurance as well as the adminis- 
trative and enforcement procedures 
hereafter enumerated be and are here- 
by adopted as a formal and official rule 
(ruling) of this department: 

Section 1. DEFINITIONS 

A. Advertisement for the purpose of 
these rules shall include: 

(1) Printed and published material 
and descriptive literature of an insur- 
er used in newspapers, magazines, ra- 
dio and TV scripts, bill-boards and 
similar displays; and 

(2) descriptive literature and sales 
aids of all kinds issued by an insurer 
including but not limited to circulars, 
leaflets, booklets, depictions, illustra- 
tions, and form letters for presentation 
to members of the public; and 

(3) prepared sales talks, presenta- 


‘tions and material for use by agents 


and brokers, and representations made 
by agents and brokers in accordance 
therewith. 

B. Policy for the purpose of these 
rules shall include any policy, plan, 
certificate, contract, agreement, state- 
ment of coverage, rider or endorsement 

(CONTINUED ON PAGE 29) 








-assets. He conceded there is an obliga- . 


Late News Bulletins... 








D‘Alfonso Heads Midland Mutual Agency 


Midland Mutual Life has appointed John D’Alfonso general agent for San 
Diego and Imperial (Cal.) counties with offices at 4511 30th street, in San 


Diego. 


Before joining Midland Mutual, Mr. D’Alfonso was assistant agency manager 
in San Diego for another company. He is a past president of San Diego A&H 


Underwriters Assn. 


$2,100,000 Policy Believed Record 

New York Life recently sold the largest individual life insurance policy in its 
history—a $2,100,000 key-man policy on the president of a manufacturing com- 
pany. The yearly premium is about $61,000. The policy is the largest ever issued 
by a life company on one person, the company believes. 


U. S. Lite Declares 10-Cent Extra 

U. S. Life has declared an extra dividend of 10 cents payable Dec. 15 to 
stockholders of record Nov. 30 in addition to the regular quarterly dividend of 
10 cents also payable Dec. 15 to stockholders of record Nov. 30.. 
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NAIC Suggestions 
Distributed After 
Confab with FTC 


All Media Covered; 
Plan Hearing on Code 
at New York Nov. 26 


WASHINGTON—Proposed rules to 
govern advertising of accident and 
health insurance have been developed 
by the advertising code subcommittee 
of the executive committee of National 
Assn. of Insurance Commissioners, it 
was announced Thursday by Thomas 
R. Pansing, director of insurance of 
Nebraska, chairman of the subcommit- 
tee. The proposed rules are being for- 





THERE WAS NO OFFICIAL IN- 
DICATION OF THE PART THAT 
THE FTC HAD PLAYED IN THE 
FORMULATION OF THE PRO- 
POSED RULES BUT IT IS UNDER- 
STOOD THAT A NUMBER OF 
PROVISIONS IN THE FINAL 
DRAFT WERE MADE AT THE 
SUGGESTION OF FTC OFFICI- 
ALS. 





warded to state insurance commis- 
sioners, to all insurance companies 
engaged in the business and to insur- 
ance company trade organizations. 
The rules were developed in accord- 
ance with a resolution adopted by the 
NAIC establishing the subcommittee 
and directing it to draft a code of 
accident and health insurance adver- 
tising policies and practices. After 
several months of deliberation by the 
five members of the subcommittee, 
informal conferences between them and 
representatives of the federal trade 
commission in Washington, and meet- 


‘ings with an advisory group represent- 


ing interested insurance trade associa- 
tions the subcommittee completed its 
drafting of the proposed rules at 
meetings here. 

In a letter accompanying the sug- 
gested rules now being sent to the 
insurance commissioners of the state 
and to companies engaged in the busi- 
ness, the subcommittee points out that 
its conferences with FTC officials were 
for the purpose of providing- mutual 


‘advice and counsel, and in accordance 


with an NAIC-FTC understanding, the 
proposed rules have in no way been 
approved by the commission. It is pro- 
posed that the rules in their final 
form be adopted and promulgated by 
each state insurance commissioner to 
assure uniform regulation on a nation- 
wide basis. 
The rules will be fully reviewed at 
a public hearing sponsored by the 
NAIC subcommittee, to be held Nov. 
26 at the offices of New York City Bar 
Assn. The companies and the state 
commissioners are invited by the sub- 
committee to offer their. views and 


suggestions at the forthcoming meeting 
(CONTINUED ON PAGE 20) 
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CHICAGO MEETING HIGHLIGHT 


Panel Tells LIAMA Industry Progress 
Hinges on Training of Field Management 


The demand for management de- 
velopment in the life insurance busi- 
mess was never 
more critical than 
it is today “because 
our American life 
insurance compa- 
nies share such an 
important respon- 
sibility to the 
ever-widening pu- 
blic they have ded- 
icated themselves 
to serve,” said 
Horace R. Smith, 
superintendent of 
agencies of Con- 
necticut Mutual in his opening remarks 
as moderator of a panel on manage- 
ment development at the LIAMA 
annual meeting in Chicago. 

“Our present and future agents must 
not only be properly oriented by at- 
titude,” Mr. Smith said. “They must be 
continuously trained to do an intelli- 
gent, sincere, and skilled job of coun- 
seling clients, uncovering needs, and 
providing sound solutions through the 
various forms of life insurance service 
either currently offered or to be de- 
vised for meeting the demands of fu- 
ture markets. 


“Responsible agency department 
executives recognize the urgent neces- 
sity not only of increasing the compe- 
tence of the agents who have direct 
contact with the public but also of in- 
creasing the size of the agency force 
if our rapidly growing population is to 
be adequately served. It is generally 
agreed that the unsolved problem of 
the life insurance business is the ques- 
tion of how adequately to recruit, 
train and supervise a force of agents 
that can cope with the market we all 
know exists for us.” 

The bottleneck, said Mr. Smith, is in 
the link between agent and home of- 
fice, namely field agency mangement. 

Participants in the panel were six 
agency department executives. 

“Our prime objective in management 
development is to develop the man- 
ager so that he can and will do an in- 
creasingly effective job of manage- 
ment,” Karl H. Kreder, 3rd_vice- 
president of Metropolitan Life, said 
during the panel discussion. “We are 
convinced that the manager is the key 
to a successful district operation. We 
can have all the agent training pro- 
grams we wish, but if the manager is 
not effective, success is not at hand.” 


Mr. Kreder outlined the goals Metro- 
politan Life has set up to accomplish 
this objective: 

1. “To make the manager the lead- 
ing life insurance man in his com- 
munity. To achieve this, he must know 
the business.” Each manager attends 
a series of management courses, be- 
ginning shortly after his appointment 
and continuing as long as he is active. 
Mr. Kreder said that self-development 
is encouraged, particularly CLU study 
and life underwriters association ac- 
tivities. Self-development also involves 
reading trade publications, community 
activity, and personal production of 
quality business. 

2. “Our second goal is to have the 
manager be the principal trainer in 
his district. This involves training on 
our part. We make sure that he re- 
tains his competence to train indivi- 


Horace R. Smith 





dually, in clinics, and in district meet- 
ings.” 

3. The third goal is “to make the 
manager competent in other major ac- 
tivities. This would include, first, get- 
ting the new man (recruiting, select- 
ing and training him) and, second, 
keeping him. This, of course, involves 
effective supervision and motivation.’ 

“To carry out these responsibilities,” 
Mr. Kreder said, “the manager needs 
help. Hence, our objective is to see 
that he has competent assistants. We 
have an assistant manager develop- 
ment program which begins with the 
new assistant manager’s 12-week 
period of basic training. Second, it in- 
volves a program of a continuous series 
of training courses and field follow-up 
to make sure that the training has 
been effective.” 

“The next objective is to have a 
reservoir of bright, capable young men 
from which to pick our managers. This 
is a major reason for the establishment 
of our field training division which is 
a training ground for future managers. 
We want to be sure that the new mana- 
ger is trained to be a better man than 
the one he succeeded. We want to make 
sure that the new manager is compe- 
tent from the beginning and, since this 
is a ‘major league’ job, we have set up 
a farm system (field training) to help 
insure it.” 


“The objective of management de- 
velopment,” according to G. S. Cutini, 
director of training of Life of Georgia, 
“should be to develop managers who; 
one, are skilled in the performance of 
the specific, practical tasks which are 
a part of the manager’s job and; two, 
possess the general theories and ideas 
which affect, or are a part of, good 
business concept. 

“In addition,” Mr. Cutini said, “the 
objective should be to create an atmos- 
phere in which special talents po- 
ssessed by individual managers are 
recognized and encouraged to flourish. 
It could be said that an objective of 
management development should be to 
increase the personal satisfaction of 
the individual manager by improving 
his competency.” 

“To accomplish the objectives stated, 
we must be determined to pay the price 
for a valuable management develop- 











Attending the LIAMA meeting in Chicago: R. R. Massey, John H 
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F. F. Weidenborner, Guardian Life; C. H. Heyl, Bankers Life of Nebraska, and 
F. M. Peirce, assistant to the managing director of LIAMA. 











ment program. “The appointment of a 
director of training is not enough. Set- 
ting up a budget and wisely spending 
the money allocated is important. The 
cost of developing managerial talent is 
a constant. We buy training by invest- 
ing funds to train the men we have, 
or by ‘buying,’ investing in, qualified 
men from other companies.” 

“However, a well-informed training 
director who is steeped in training con- 
cepts with a knowledge of techniques 
in training and aided by one or two 
assistants can effectively develop man- 
agerial talent by making use of avail- 
able institutional and educational op- 
portunities.’ He cited as examples 
LIAMA schools in agency management, 
LIAMA conferences, LUTC and CLU. 
In addition, Mr. Cutini urged that man- 
agers and manager trainees be encour- 
aged and persuaded to read regularly 
texts specifically and generally related 
to their work. 

“It is my opinion that training is 
the genus, and supervision the specie. 
In other words, supervision is a part 
-f training . . . the best part of train- 
ing.” 

“Management development should 
extend from a hard core of basic, prac- 
tical information and techniques to 
almost unlimited related subjects. The 
more information a manager has to 
bring to bear on management prob- 
lems, the more effective his work will 
be.” 

“A company’s management develop- 
ment program should have as its prime 
objective the provision, each year, of 

(CONTINUED ON PAGE 26) 














Chicago home office, for which construction contracts have been awarded. The 
building will be two stories and basement, and located on 514 acres of land at 
6100 North Cicero avenue in the northwest section of Chicago. Completion is ex- 
pected by early spring of 1957. The structure will be set back about 100 feet 
from the street, and will have approximately 70,000 square feet of floor area, 
a substantial increase over the space now occupied by the company in Chicago’s 
Loop. The land area will permit an expansion to more than four times the 


floor area of the contemplated building. 


The entrance will be framed with granite while the general exterior will be 
in Lannon stone and limestone. The trim and window frames will be of alumi- 
num. The building will be air-conditioned throughout, have modern lighting 
and acoustical treatment, as well as many other construction innovations. A dis- 
tinguishing feature will be twin time and temperature signals on the penthouse. 
Two parking lots will be bordered by trees and shrubs. 


NQA Rules, Dates _ 
Continue Unchanged 


National quality award rules for 19% 
will be the same as in 1955, according 
to LIAMA and NALU co-sponsors of 
the award. 

Prospective agents in the Unite 
States must submit their applications 
to their home offices by Jan. 31 jp 
order to qualify as candidates. Applica. 
tion blanks appeared in the Novembe 
issue of Life Association News ani 
can also be obtained at LIAMA an 
NALU headquarters. 

Ordinary and combination agents 
will be eligible if they have a persis. 
tency record on Dec. 31 of at least 904 
for the 1954-55 period on ordinary paid 
business not terminated except by 
death or term conversion; $150,000 pro- 
duction on at least 15 lives in each of 
the two years; membership in a local 
life underwriters association and a two 
year record as a full time life insurance 
representative. Combination agents 
may combine weekly premium an 
ordinary business on an alternate ap- 
plication blank. Form “A” is for both 
ordinary and combination agents while 
“B” is the alternate. 

The awards have been presented in 
the United States since 1945 and in 
Canada, where the qualifying rules aie 
different and the closing date is March 
31, since 1946. 

Last year 11.726 agents in this coun- 
try and 1,807 in Canada were recipients. 


Mitchell Opens Pacific 


Mutual Agency in Pa. 


Ted W. Mitchell heads a new general 
agency for Pacific Mutual Life at 1500 
Walnut _ street, ; 
Philadelphia. Pa- 
cific Mutual also 
is represented in 
Philadelphia by 
the Martin general 
agency and a 
group office man- 
aged by Benjamin 
L. Carleton Jr. 

Mr. Mitchell 
went to Philadel- 
phia from Pacific 
Mutual’s home cf- 
fice where he was 
agency training 
supervisor. He for- 
merly was a supervisor in the Walden 
agency at Newark. 








Ted W. Mitchell 





Peterson to SMU Institute 


John W. Peterson has been name 
associate director of the Souther 
Methodist university institute. He wé 
with the Houston agency of Tennesst 
Life. 
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Only a special kind of man is willing 
—even eager—to give his spare time 
to the Boy Scouts. The Equitable 
Life Underwriter is such a man. 

Again and again where good 
neighbors share the load in com- 
munity projects—Red Cross, PTA, 
Community Chest and many others 
—the Man from Equitable is a will- 
ing volunteer. After work, he shows 
the same spirit of service that marks 
his business day. 

As a life underwriter, he spends 
his working hours thinking of others 
— their hopes, their fears, their 


LIFE INSURANCE EDITION 


dreams. The Man from Equitable 
shows them how to turn these 
dreams into happy reality — with 
Living Insurance. This is modern 
insurance that stresses benefits for 
the living. Benefits for the policy- 
holder himself while he lives. If he 
dies, benefits for the family that 
lives on after him. 

This new Equitable concept of 
Living Insurance is dynamic — a 
real aid that simplifies the work of 
the Life Underwriter. It is a positive 
approach to selling that can lead to 
increasing sales volume. 





Sometimes the man who sells Living Insurance looks like this 


The Man from Equitable counts 
on a return that is more than money. 
It comes from the knowledge that 
more and more families live without 
fear of the future because of the 
Living Insurance he has sold them. 

This is the big reward of service 
—a reward that makes hard work 
worthwhile. 


LIVING INSURANCE 
by Equitable 


The EQUITABLE Life Assurance Society of the U. Ss. 
Home Office: 393 Seventh Ave., New York 1, N.Y. 








4 


HieNATIONAL UNDERWRITER 


November 18, }4s, 








Give Timetable for NAIC 
Parley in New York City 


The hour-by-hour program of com- 
mittee meetings and plenary sessions 
and the topics that are to be taken up 
are listed for the semi-annual meeting 
of National Assn. of Insurance Com- 
missioners, scheduled for Nov. 28-Dec. 
2 at the Hotel Commodore, New York 
City. 

Matters exclusively of interest to 
property insurance persons are not in- 
cluded. 

NAIC’s 1956 annual meeting will be 
held May 28-June 1 at the Jefferson 
Hotel, St. Louis. 

Monday, November 28. 


9 a.m.—Subcommittee on company reports 
on individual A&H claim settlements, Martin, 
Louisiana. 

Subcommittee on credit life and credit A&H 
insurance regulations, Larson, Florida. 

Subcommittce on variable annuities, Pryatel, 
Ohio. 

10 a.m.—Subcommittee to study enlarging 
the functions of the assistant secretary’s office, 
Jackson, Maryland. 

Subcommittee to study the subject of group 
life, Howell, New Jersey, (1) Group life def- 


inition. (2) Estimated company retention 
(Colorado). (3) Any other matters submitted 
for consideration. 

Subcommittee to study NAIC constitution 
and by-laws, Bisson, Rhode Island. 

Subcommittee on _ special policies, 
phreys, Massachusetts. 

11 a.m.—Subcommittee on uniform account- 
ing, Taylor, Oregon. 


Hum- 


Subcommittee on valuation of securities, 
Humphreys, Massachusetts. 

12:30—Passe Club _ International—luncheon 
meeting. 


1 p.m.—Subcommittee on examinations prac- 
tice and procedure manual revision, R. 
Hooker, Connecticut. 

2 p.m.—Subcommittee on examinations me- 
thods, practices and laws, R. O. Hooker, Con- 
necticut. 

Subcommittee on state laws governing mis- 
leading and deceptive advertising, Pansing, 
Nebraska. 

3 p.m.—Subcommittee on Blue Cross-Blue 
Shield, Pansing, Nebraska. 

Subcommittee to study the problems incident 
to the cancellation of A&H policies, Gillooly, 
West Virginia. 

Subcommittee to study reserves for guaran- 
teed renewable A&H policies, Holz, New York. 

4 p.m.—Subcommittee on advertising code, 
Pansing, Nebraska. 

Subcommittee on commercial pension funds 
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American United men are hanging up new records of 
good business, making money for their policyholders, for 
themselves and for the company, because they have a full 
complement of practical and competitive selling equipment. 


CAN YOU LEAD A HORSE 
TO WATER 
AND MAKE HIM DRINK ? 


It’s not as hard as you think: 

the secret lies in making the horse thirsty. 
And this secret is the key to success 

in the life insurance business. 


You see, an underwriter’s success or 
failure hinges on his ability to make a 
customer fee/ the need for life insurance. 
And right here is where a man can use 

all the help he can get! In addition 

to selling sense, a man in the field must have two things 
from his company: 1. a varied portfolio of competitive 
contracts to fit every customer requirement, and 

2. salespromotion material that “makes the horse thirsty” 
—that arouses the feeling of “need” in the prospect. 


























AMERICAN UNITED LIFE 
INSURANCE COMPANY 
INDIANAPOLIS, INDIANA 


Assets over $118 million, insurance in force over $600 million 














and trusteed welfare funds, Navarre, Michigan. 

5 p.m.—Subcommittee report to study pro- 
posed brokers minimum qualifications and 
licensing bill, McConnell, California. 

Subcommittee on tie-in-sales of insurance 
with mutual fund shares, Goebel, Kentucky. 

Subcommittee on tontine policy control, Pan- 
sing, Nebraska. 

Tuesday, November 29 

9 a.m.—Executive committee, Navarre, Michi- 
gan. (1) Executive committee report of Chicago 
meeting Nov. 1, 1955. (2) To study enlarging 
the functions of the assistant secretary’s office 
subcommittee report. (3) To study future sites 
for NAIC meetings subcommittee report. (4) 
To study NAIC constitution and by-laws sub- 
committee report. (5) Blanks committee report. 
(6) Assistant secretary’s report. (7) Any other 
matters submitted for consideration. 

10:30 a.m.—Plenary session, Leggett, 
souri. 

1 p.m.—Committee on valuation of securities, 
Pansing, Nebraska. (1) Valuation of securities 
subcommittee report (2) Any other matters 
submitted for consideration. 

2:30 p.m.—Committee on laws and legisla- 
tion, Combs, Arkansas. (1) Tontine policy 
control subcommittee report. (2) To study 
proposed brokers minimum qualification and 
licensing bill subcommittee report. (3) Any 
other matters submitted for consideration. 

4 p.m.—Committee on federal liaison, Goebel, 
Kentucky. Joint meetings with committees on 
(1) federal liaison co-ordinating and (2) in- 
surance sales on U. S. military reservations. 
(3) Advertising code subcommittee report. 
(4) Any other matters submitted for considera- 
tion. 


Mis- 


Wednesday, November 30. 

9 a.m.—Committee on blanks, Howell, New 
Jersey. (1) Life blanks instructions subcom- 
mittee report. (2) Accident and health claims 
data. (3) Any other matters submitted for 
consideration. 

10:30 a.m.—Committee on life insurance, 
Gillooly, West Virginia. (1) To study the sub- 
ject of group life subcommittee report. (2) 
Tie-in-sales of insurance with mutual fund 
shares subcommittee report. (3) Credit life 
and credit A&H insurance regulations subcom- 
mittee report. (4) Commercial pension funds 
and trusteed welfare funds subcommittee re- 
port. (5) Variable annuities subcommittee 
report. (6) Special policies subcommittee 
report. (7) Any other matter submitted for 
consideration. 

1 p.m.—Committee on unauthorized insur- 
ance, Burt, South Dakota. (1) Insurance sales 
on U. S. military reservations committee re- 
port. (2) On mail order insurance in connec- 
tion with U. S. Senate judiciary matter (3) 
Any other matters submitted for consideration. 

2:30 p.m.—Committee on accident and health, 
Knowlton, New Hampshire; (1) Blue Cross- 
Blue Shield subcommittee report. (2) To study 
reserves for guaranteed renewable A&H poli- 
cies subcommittee report. (3) On company 
reports on individual A&H claim. settlements 
subcommittee report. (4) To study the prob- 
lems incident to the cancellation of A&S poli- 
cies subcommittee report. (5) On state laws 
governing misleading and deceptive advertis- 
ing subcommittee report. (6) Any other mat- 
ters submitted for consideration. 

Committee on examinations, Bowles, Virgin- 
ia. (1) Examinations practice and procedure 
manual revision subcommittee report. (2) 
Examinations methods, practice and laws sub- 
committee report. (3) Any other matters sub- 
mitted for consideration. 

4 p.m.—Committee on uniform accounting, 
Northington, Tennessee. (1) Uniform account- 
ing subcommittee report. (2) Any other mat- 
ters submitted for consideration. 

Thursday, December 1. 

9 a.m.—Subcommittee to study future sites 
for NAIC meetings, Holz, New York. (1) To 
consider invitations for future meeting sites. 
(2). Any other matters submitted for considera- 
tion. 

10 a.m.—Executive 
Michigan. . 

2:30 p.m.—Plenary session, Leggett, Missouri. 
(1) Committee reports, discussion. 

Friday, December 2. 

9:30 a.m.—Plenary session (executive), Leg- 
gett, Missouri, (1) Committee reports—final 
action. 


Hutchinson Heads 
American Reserve 


Harold R. Hutchinson has_ been 
named president of ‘American Reserve 
Life of Omaha, succeeding the late 
Raymond F. Low. 

Mr. Hutchinson, who has been with 
the company for 29 years, has been 
executive vice-president. 

American Reserve is one of several 
companies owned by American Gener- 
al of Houston. About a year ago Amer- 
ican General acquired control of Amer- 
ican Reserve, purchasing the stock 
interests of Messrs. Low and Hutchin- 
son and other officials. 


committee, Navarre, 


Legislative Probe 
of Credit Insurance 
Sought in Indiana 


Abuses Publicized, Move 
Made to Tighten Agent 
License Supervision 


The Indiana insurance departmey: 
moved last week to tighten up i 
supervision of agents’ licenses, with 
particular attention directed to cre; 
life and A & H agents. 

The action came shortly after , 
series of front-page articles jn th 
Indianapolis Star on abuses jin the 
credit insurance field and also {j. 
lowed announcement by Lt. Go 
Handley and House Speaker Diene 
of a sweeping investigation of allege 
credit insurance abuses. A special ge. 
sion of the legislative advisory cop. 
mission has been called for Dee. §, t; 
approve formation of an investigatiy: 
subcommittee. Purpose of the subcon. 
mittee, according to Messrs. Handle 
and Diener, will be “to look into qj 
phases of the credit insurance py. 
ness” in Indiana. Included, they saij 
will be a probe of such factors x 
—The extent of involuntary and coe. 

cive practices in the sale of tie.i; 

credit insurance with the making ¢ 
small loans. 

—The extent of the practice ¢ 
“kicking-back” insurance commis: 
sions to the lending company i: 
defiance of the law. 

—The extent of recruiting insurany 
agents among loan company perso- 
nel without regard for their quai: 
fications to write insurance pr. 
miums. 

—tThe effect on the small loan busines 
of individuals acting in dual capat- 
ties as officers of both loan comp. 
nies and credit insurance firms; ani 
the influence wielded by individual 
having inter-locking holdings in 
such businesses. 

—The possible need for legislative 
action to clarify and strengthen the 
regulations administered by beth 
the state department of financial in- 
stitutions and the insurance depatt- 
ment. 

In a special bulletin to all companies 
licensed in the state, William J. Davey. 
new commissioner who took office o 
Oct 17, called attention to the fact that 
the licensing law makes no distinction 
between the requirements for credit 
insurance agents and regular agents 
He warned that in the future, credit 
agents applying either for a new /- 
cense or renewal of their old license 
would have to submit evidence 0! 
compliance with the state qualification 
laws. 

In the bulletin, Mr. Davey declared 
the warning had been necessitated “by 
information reaching this departmet! 
that a few companies” have replt 
sented to the department that they 
have qualified their men in accordant 
with the law when, in fact, they had 
not done so at all. 

Violation of the license qualification 
laws by an agent will be cause fo 
revocation of his license; the bullet 
declares, and “in the case of any insu 
ance company which collaborates 2 
or condones any or all of the above 
designated illegal practices, the 1 
penalty prescribed by law will be I» 
voked.” 

The 





commissioner’s bulletin a 
(CONTINUED ON PAGE 20) 
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he making ¢ * A Million within four months was the goal of dynamic 
3 ‘ young V. A. Liberto when he joined the Franklin. A mem- 
nee commis. ‘ ber of the 1955 Million Dollar Round Table, with 10 years 
Company 5 i in life sales, he scored these triumphs in rapid succession: 








ng _insurane ‘ 1. Qualified for the Company’s exclusive ‘60 Club” 
pany T'SOn- * 

: their qual ‘, with 62 sales during his first 60 days. 

ae ip 2. For the same two months led the entire Franklin 


loan busines sales organization. 


dual. capect ‘ * 3. Exceeded his Million Dollar goal in three months 


loan comp: 
ce firms; ani and 14 days! 


y individual 4 7 
holdings it Of his 91 sales for a total of $1,040,344, V. A. Liberto 
: says, “85% of my sales were attributable to the amazing 
ig 

rengthen the appeal of Franklin specials. They are the most miraculous 
ed by beth door openers | have ever known.” 
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Opposing Views on Variable Annuity 
Given at Atlantic Actuaries Meeting 


Pros and cons of the variable annuity 
were presented by President George 
E. Johnson of Variable Annuity Life 
and Milton A. Ellis, assistant vice-pres- 
ident of Metropolitan Life, at the meet- 
ing of the Middle Atlantic Actuarial 
club at Washington. 

“The real question today is not 
whether variable annuities are better 
than fixed-dollar annuities, or whether 
any life insurance company should 
want to sell them,” said Mr. Johnson. 
“The question is whether the public 
should be prohibited from buying var- 
iable annuities from the company that 
does want to sell them.” 


Mr. Johnson emphasized that the 
public’s interest should be paramount, 
that many people need variable annu- 
ities today and are demanding the 
right to buy them. They do not think 
they should be compelled by law to 
commit all their provisions for future 
security through life annuity contracts 
to fixed-dollar annuities based entirely 
on low yielding debt obligations. 

“Life insurance companies cannot 
diversify the investment supporting 
fixed-dollar life annuities,” he said. 
“As a consequence, the interest rate 
under some of these life annuities is 
only 2% a year. At this rate the an- 


nuities are not attractive to many buy- 
ers. They think they should be able to 
buy annuities which have some chance 
of varying with the cost of living. They 
cannot understand why diversification 
should be recognized as a desirable in- 
vestment feature by trustees and re- 
tirement funds and not for life annui- 
ties.” 

Mr. Johnson said a person should be 
permitted to buy variable annuities 
regardless of the proportion of his pro- 
gram placed in fixed-dollar annuities. 
He said there is much misunderstand- 
ing about this point. 

“While balancing a part of the pro- 
gram between variable annuities and 
fixed-dollar annuities is often a good 
hedge and a sensible thing to do, in 
my opinion it would be a serious mis- 
take to prohibit the public from buy- 
ing variable annuities unless they did 
so in a tie-in sale or they were forced 








There’s something special about a Maccabees agent 


Offices 





in principal 


First, 


THE SKY'S 


HIS LIMIT! 


Opportunities for the Maccabees Agent are 
unlimited, we believe. 
through modern 
techniques and competitive commission contracts, 
he can get into production fast. He can make a 
good living right from the start. 

Then, if his goal is management, he can “own 
his own business.” The Maccabees is always eager 
to help enthusiastic qualified agents become agency 
managers. 

If your limit is the “sky,” write to Robert O. 
Shepler, Field Director. There are excellent oppor- 
tunities for rapid advancement in many territories 
of the United States and Canada, 


“package insurance” 


MACCABEES 


—a Life Insurance Society 


The Maccabees Building * Detroit 2, Michigan 


cities of the United States and Canada 








Offices In: 


MICHIGAN 


Midland 
Pontiac 
Port Huron 


Detroit 
Flint 
Grand Rapids 
Lansing 
PENNSYLVANIA 
Philadelphia 


Possibly the Most Advanced Thinking 
in Life Insurance... The Confederation Life 


JUNIOR PARTNERSHIP POLICY! 


This two-fold protection costs sur- 
prisingly little . . . $154.20 annually 
for $10,000 coverage on a 30-year- 
old father and his one-year-old child. 
T.D. Waiver, D.I., and Family Income 
may be added. 


Typical of Confederation Life's pro- 
gressive approach to insurance prob- 
lems is its unique Junior Partnership 
Policy. 

Basically a Participating Endow- 
ment on the child, payable at age 
60, this policy substitutes the father 
as the life insured until the child 
reaches 21! 


Before You Insure a Child, Consult 


deration Life 


ASSOCIATION 


OHIO 
Canton Columbus 
Cincinnati Elyria 
Cleveland Toledo 
HAWAII HEAD OFFICE 


Honolulu, Hilo, Wohiawa 
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TORONTO, CANADA 
FOUNDED 1871 








i 
to a specific formula for such a bal. 
ance,” he said. “Therefore, I wish 
emphasize that balancing a fixed qq, 
lar annuity with variable annuities j, 
not essential. The underlying pring. 
ple upon which the variable annuity 
rests is the investment of a part or all 
of the funds in equities.” 

Speaking against the variable anny. 
ity, Mr. Ellis said that “we must zea}, 
ously protect and never do anything 
to injure the reputation which has been 
built up by our business over such ; 
long period of years.” 

Mr. Ellis said the stock market j, 
very tempting today but, he empha. 
sized, the market can go down as we 
as up, a situation that cannot jy 
changed by wishful thinking. 

“Its effects on variable income bene. 
fits would be bound to be misunder. 
stood by the public, which has come 
to look with so much confidence upoy 
the life insurance business as alway; 
meeting contract obligations,” he saiq 
“Would it not, therefore, be best for 
the life insurance companies to leaye 
to others the sale of plans based upon 
common stock equities and for us ty 
continue to emphasize fixed-dollar se. 
curity?” 

Mr. Ellis also questioned the sound. 
ness of the “dollar averaging” invest. 
ment theory for variable income cop. 
tracts and asked whether the cost of 
living index actually follows closely 
the stock market results. He mentioned 
the need for inclusion of safety factors 
if any variable annuity legislation js 
enacted. 

e e @ 


If the principle of variable benefits 
based on common stock equities js 
sound for annuities, then it might be 
argued that it is also sound to pay var. 
iable benefits on settlement options 
under life insurance policies and even 
provide varying face amounts of the 
policies themselves, said Mr. Ellis. 

“The ultimate results of an initial 
step to a variable annuity may well be 
a multiplicity of schemes to issue all 
types of life insurance benefits on a 
variable basis and a consequent easing 
of legal restrictions on all life insur- 
ance company investments,” he said. 
“The initial consideration of variable 
income benefits has already given con- 
siderable aid and comfort to purveyors 
of jackpot policies, stock-with-policy 
deals, and other _ get-rich-quick 
schemes now prevalent in some quart- 
ers. Is that the trend we want in the 
life insurance business?” 

Other objections mentioned by Mr. 
Ellis were the extreme burden that 
would be placed on supervisory offi- 
cials in regulating variable annuities, 
the danger that exercise of manage- 
ment control by life companies through 
stock ownership might lead to federal 
regulation, while failure to exercise 
management control might lead to ae- 
cusations of failing to protect policy- 
holders interests properly; the possi- 
bility of regulation by the securities 
and exchange commission; possible 
misunderstanding by the public of the 
use of life insurance terms when 4p- 
plied to variable annuities—including 
the use of the word annuity itself; the 
problem of conflicting interests be- 
tween the general run of policyholders 
and the policyholders of the variable 
accounts department. 

“Let me assume, for the moment, 
that all of the necessary safeguards 
could be enacted and all of the dangers 
eliminated,” said Mr. Ellis. Is there 
any real need for the life insurance 
business to enter this field? We be 
lieve there is not. Our proper field lies 
in the sphere of providing fixed gual- 

(CONTINUED ON PAGE 30) 
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WHY THE Busy Executive N 


If there’s one thing the busy executive never has enough of, 
it’s time. But the successful businessman knows how to 
budget his time, knows how to recognize individuals to whom 
he can delegate much of his time-consuming responsibility. 

Dependable, specialized assistance is equally important to 
the executive outside his business—in the management of his 
personal affairs. When it comes to life insurance, for in- 
stance, he seeks out an underwriter he knows he can trust 
for intelligent, personalized programming. Certainly, with 
the financial security of himself and his family at stake, he 
can’t afford guesswork. His life insurance program must be 
carefully designed to guarantee complete protection. This 
then is a major reason why so many discerning men of busi- 
ness turn to the man who represents The Union Central Life 
Insurance Company. 

The Union Central underwriter is probably the most 
thoroughly trained underwriter in his profession—trained to 
know exactly what this business of life insurance is all about, 
not only in the general sense but in terms of how it can 
benefit the individual in any situation. That’s why the Union 








SA ee Na ee 


EEDS A LIFE INSURANCE SPECIALIST 


Central underwriter can be depended on to accurately diag- 
nose personal financial problems as diversified as the many 
circumstances in which they occur. Furthermore, he can be 


‘trusted to solve these problems with Union Central policies 


that fit every human situation—policies issued from birth to 
age 70. 

There’s another important reason why the Union Central 
underwriter is a good man to know. He alerts himself to 
changing times, fluctuating conditions that naturally have 
some effect on individual needs and wants. Through con- 
scientious Home Office research and planning, he constantly 
develops timely, more effective ways of fulfilling his respon- 
sibilities to those he serves through life insurance. He can 
do the same for you. So get acquainted with the Union 
Central underwriter—the man who can solve your particular 
problems with personalized programming. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CINCINNATI 


This advertisement, adapted from a prospecting brochure designed specifically for this field, is just one example of many ways 
The Union Central supports its underwriters with specialized promotional material to fit every type of life insurance market. 
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Mounting Competition from Fire-Casualty 
Agents Brings Need for Strategy Review 


By ROBERT B. MITCHELL 


Connecticut General Life’s projected 
purchase of National Fire of Hartford 
dramatically points up a trend that has 
been going on for a long time and has 
been visibly accelerating in the last 
year or so. This trend is the increased 
emphasis that a growing number of 
life companies are putting on acquiring 
business from general insurance agents 
and brokers. 

The question that looms up is: What 
effect, if any, may all this be expected 
to have on the life agent who confines 
himself to life only or life and A&H 
but writes none of his clients’ property 
and liability insurance? 

Should he rely on so impressing his 
clients with his specialized knowledge 
of life insurance that they would not 
think of buying it from any general 
insurance agent or broker, no matter 
how close the contact with him? 

Should he undertake to use his “in 
with his clients to obtain their fire- 
casualty business, since such business 


” 


is usually placed on the basis of friend- 
ly contact rather than through a com- 
prehensive sales presentation in the 
life insurance fashion? 

Should he form a mutual cooperation 
and non-aggression alliance with a 
fire-casualty agent whom he can trust? 

Anyone who doubts the growing life- 
company interest in developing busi- 
ness from fire-casualty agents and 
brokers should take note of the increas- 
ing amount of life-company advertising 
in the fire-casualty edition of THE 
NATIONAL UNDERWRITER. 

Also significant is the fact that half 
a dozen life companies exhibited at the 
recent annual meeting of the National 
Assn. of Insurance Agents. 

Here are some other developments 
tending to make fire and casualty 
agents and brokers more life-minded: 


e Fire-casualty agents are being hit 
by competition from cut-rate and non- 
agency insurers. As a result, some of 
the agent’s leaders are urging the use 








Sooner or later it scems that most successful career underwriters 


have to face up to a most important decision—should they continue 


in personal production or aspire to management responsibilitics and 


direct the sales efforts of others. 


In an effort to help qualified State Mutual agents find the answer, 


the Company has established a Management Training and Market 


Development Center in Pittsburgh. 


By the time the series of on-the- 


job, learn-by-doing sessions are completed, both the Company and 


the individuals concerned arrive at pretty definite opinions regarding 


their potential success as field managers. 


Those with proven aptitudes and attitudes for management duties 


are given early opportunities in an agency of their own. Those who 


don’t, enthusiastically return to the equally important job of personal 
selling, convinced by actual experience that the manager’s seat is not 


for them. 


STE MUTUAL LIFE 


OF WORCESTER, wiles psc: 


Ropert H. DENNY, Vice-President 


AsMmtarce 


of life insurance sales methods for 
property and liability insurance—going 
after business aggressively instead of 
relying on “cultivation” of contacts and 
use of low-pressure suggestion. This 
could mean opening the eyes of many 
fire-casualty agents to what today’s 
life insurance sales methods really are. 


e + e 

Many fire-casualty men have habit- 
ually shied away from selling life in- 
surance for fear of alienating clients. 
These agents have the old comic-strip 
concept of the successful life agent as 
one whose obnoxious persistence final- 
ly wears down the prospect and wins 
his signature on the dotted line. If the 
general insurance agent takes a serious 
look at the life agent’s methods, with 
a view to adapting them to his own 
work, he’ll find that the better life 
agents’ methods are not so far away 
from the low-pressure client-develop- 
ment technique of the better property 
and liability agents. 

The top life insurance agents today, 
the fire-casualty man will learn, de- 
pend more on ability to spot situations 
calling for life insurance, on improved 
know-how, and above all on “know- 
who.” They depend far less on sales 
pressure than they do on sound service 
relationships with persons and busi- 
nesses that need and can buy insur- 
ance. 

e e e 

It will doubtless come as a surprise 
to many fire-casualty agents that the 
career life agent no longer goes 
through a list of prospects like an old- 
time logger going through a forest, 
making a fast harvest, moving on, and 
never coming back. Instead, he builds 
a clientele, from whom and from whose 
friends and acquaintances he gets 
business now and will get more in the 
future. Like the fire-casualty agent, he 
knows that clients do business with 
agents they trust and like, even in pre- 
ference to some other agent who has 
greater technical knowledge or superi- 
or “salesmanship.” 

@ Many fire-casualty agents have let 
life insurance alone on the ground that 
it was a strange new world and they 
had enough trouble keeping up with 
the mysteries of their own line of busi- 
ness. But on investigation they will 
probably find there’ve been some 
changes since they last had a look at 
the life business. True, the life business 
has been made more complex by the 


ae. 
addition of many contracts quite diffe. 
ent from the standard ordinary lig 
20-pay life and 20-year endowmen, 
contracts that predominated a genera. 
tion ago. 

But usually these policies have been 
constructed to fit situations in whig 
many people find themselves. Mortgage 
insurance, juvenile insurance, an; 
business insurance are examples, The 
policies and the sales literature ang 
sales “kits” designed for them, are 
aimed at obvious prospect Tous 
That could make the prospecting jg) 
look easier to the fire-casualty agent 
than if all he had were the Standard 
life contracts of 25 years ago. 

e @ e 

As a result of these special Policies 
and their sales aids, a given expenditure 
of time can be expected to result in a 
gratifyingly large amount of business, 
There may be something to this life 
insurance business, after all, the fire. 
casualty man begins to think. 

@ The cut-rate and non-agency com. 
panies that are the  fire-casualty 
agent’s toughest competition are gen. 
erally tied in with a life company 
affiliate. Representatives of these com. 
panies sell life insurance along with 
automobile insurance and other cover. 
ages. Quite a few agency fire-casualty 
insurers have life company affiliates, 
Reports indicate there are more such 
hook-ups in the making. 

@ Many life insurance agents write 
property and liability coverages for 
their life insurance clients. Probably 
the number is increasing. As the life 
agent evolves from a one-shot spe 
cialty salesman to the trusted adviser 
of a carefully cultivated clientele, he 
is likely to ask himself why he 
shouldn’t use his “in” with his clients 
as a means of garnering their entire 
line of insurance. 


Building up a general insurance ac- 
count is tempting because though it 
pays a smaller first-year commission 
than life insurance the renewals pay 
the same commission as first year and 
for as long as the policy stays on the 
books. The business will probably re- 
new without any re-selling effort as 
long as the agent keeps his friendships 
in good repair. Whatever work is in- 
volved can usually be handled by 4 
girl in the office with a minimum out- 
lay of time from the agent himself. 

But the result of this life-agent 
activity on the fire-casualty side of the 
fence is to take some business away 
from the regular property and liability 
insurance agent. The latter may well 
figure that smart strategy is to beat the 

(CONTINUED ON PAGE 21) 











Stanton G. Hale 
of Mutual of New 
York, who wa 
elected _ president 
of LIAMA at its 
annual meeting a 
Chicago, is shown 
with five new 
board members. 
Mr. Hale, front 
row center, is 
flanked by H. | 
Wier, London Life, 
left, and F.B. Mah- 
er, John Hanceck. 
Standing, from 
left, F. F. Weiden- 
borner, Guardia 
Life; R. W. Simp- 
kin, Connecticut 
Mutual, and E. M. 
Spence, Americat 
United. 
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New York Life is proud to salute 
its 45 agents who won seats around the 1955 
Women’s Quarter-Million-Dollar Round Table! 


Congratulations are in order! 45 New 
York Life agents have been awarded one 
of the highest honors in the insurance busi- 
ness—membership in the 1955 Women’s 
Quarter-Million-Dollar Round Table! 

Of our 45 agents, nine qualified for the 
first time. And of these nine, six have been 


ytvAl COM, 





9° e 
“NED iN ‘ 


with New York Life five years or less! 
It’s quite a. record! We think it shows 
the spirit of our agents and the value of 
our Advanced Training Program. It’s 
proof of the popularity of New York Life’s 
new series of policies, too. Congratulations 
once again—on a good job well done! 


> NEW YORK LIFE 


INSURANCE COMPANY 
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Go After the Public's Savings Dollars, 


Canadian Executive Tells LAMA Members 


The 


may 


that the public today 
interested in comforts 
than necessities, 
luxuries rather 
than mere survi- 
val, and a place in 
the sun rather than 
savings for a rainy 
day was advanced 
by A. F. Williams, 
vice-president of 
Crown Life, at the 
annual meeting of 
LIAMA in Chi- 
cago. 

Mr. Williams ad- 
vised his audience 
to do some serious thinking about this 
shift in public interest and about the 
savings market as a whole. He referred 
to it as a tremendous market that can 
provide both a higher premium income 
for life companies and increased earn- 
ings for field men. 

Observing that “almost everyone is 
getting into this savings market,” the 
speaker urged life companies to com- 


theory 
be mcre 





A. F. Williams 


pete for the savings dollar and said the 
only way to do it is to produce some- 
thing the public wants. 

One answer, he suggested, is “more 
competition with other savings in- 
dustries for the high-premium dollars 
and less among ourselves for the low- 
premium dollars.” He said the life 
insurance business can do things for 
the policyholder and his family before 
and after he completes his savings 
plan that no other savings industry 
can do, including self-administered 
pension schemes. 

“If the life insurance business de- 
pends on the agency system, the 
health of that system depends large- 
ly on the agency officers,” Mr. Wil- 
liams said. He suggested five quali- 
ties for the ideal agency officer: 


1. “Profound curiosity ...not I am 
right, but what is right. 
2. “Active imagination . .. to de- 


velop facts uncovered by that pro- 
found curiosity. 

3. “Powerful ability to get things 
done. . . the ideas resulting from that 
active imagination. 





EVERYONE'S 
TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 





BROKERS AND SURPLUS WRITERS — ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 


POLICY OWNERS — ABOUT CROWN LIFE’S 
—tLow cost protection 


—Understandable policies 
—Our outstanding record of achievement 


kor comparisons at a glance — ask for Crown Life’s dial-a-rate card 
—trates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 


HOME OFFICE, TORONTO, CANADA 
Over One Billion in force in our 53rd year 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California. 
Colorado, Delaware, District of Columbia, Florida, Georgia, 
Hawaii, Idaho, Indiana, Kansas, Louisiana, Maine, Maryland, 
Michigan, Minnesota, Mississippi, Missouri, Nevada, New 
Jersey, New Mexico, North Dakota, Ohio, Oregon, Pennsyl- 
vania, Puerto Rico, South Carolina, Tennessee, Texas, Utah, 
Vermont, Washington, Wyoming, and now in NORTH 
CAROLINA, the 33rd state. 











4. “Healthy dissatisfaction with 
what has been done. 

5. “A tough-minded approach ... 
but toughness of the spirit, not tough- 
ness of heart.” 

While every agency officer may not 
be able to build the biggest or best 
company, Mr. Williams said that ev- 
ery agency officer can hope and try 
to be both the biggest and best agen- 
cy executive in the industry to the 
only men whose opinion really mat- 
ters—his own field men. 

He considered the agency officer’s 
responsibilities to the field and to the 
field manager in particular in the or- 
bits of recruiting, selection, training, 
direction, and motivation. 

Describing motivation as creating an 
atmosphere in which every man wants 
to do his best work, Mr. Williams said 
his company belief is that this is the 
most important of the five orbits. For 
a man to do his best work, and there- 
fore to get the best work out of him 
he must be doing work he likes and 
with people he likes. Mr. Williams 
asked whether companies have done 
enough on the second point. 

“Do we think of our managers, our 
branch office staff, our home office 
staff and, ourselves, in terms of ‘peo- 
ple the agent likes to work with’?” 
he asked. 

About the agency officer’s respon- 
sibilities in recruiting, Mr. Williams 
opined that “our objective should be 
100% promotion from our own staff, 
an objective already reached by many 
companies.” He said this calls for a 
plan which will produce future man- 
agers when they are neeed. 

While stating the belief that it is 
the prime responsibility of an agency 
officer to see that no man in another 
company is disturbed, Mr. Williams 
admitted that a certain number of 
changes are bound to occur and threats 
of retaliation do not improve matters. 

Noting that many agency officers 
have changed companies, he said “we 
cannot in good faith deny to others 

(CONTINUED ON PAGE 27) 


Cocktails, Food for @ 


NAIC in NY Nov. 28 


The industry committee in Charge of 
arrangements for the midyear Meetin 
of National Assn. of Insurance Com, 
missioners in New York City, which jg 
under the general chairmanship at 
Thomas Dew of Chubb & Son, hx 
planned a cocktail party and butter 
dinner for Monday night, Nov. 28, at 
the Commodore hotel. 

The committee will also supply an 
supervise the 45 employes Contribute 
by New York insurance offices to hap. 
dle the work of the convention, as jg 
customary. Mr. Dew had charge of this 
last year also and distinguished him. 
self with a fine performance. Thy 
operating force consists of 30-o44 
stenographers who take down commit. 
tee deliberations and other features gy 
the convention, type up reports, get 
out copies on three multigraph ma. 
chines that are working night and day, 
etc. Last year 152,000 sheets of multi. 
graph paper were consumed in the 
operation. 


—_—_——_ 


Rosen St. Louis Speaker 


“Put into effect those things yoy 
know how to do in selling life insur. 
ance and don’t do and you will be, 
successful agent,” declared Lester 4, 
Rosen, million dollar producer for Up. 
ion Central Life at Memphis, before 
a meeting of St. Louis Life Underwrit. 
ers Assn. 

Mr. Rosen warned agents agains 
attempting to change their own plan 
of selling in favor of the system of 
some other highly successful producer 
“I never take more than a single idea 
from any talk I may hear and then] 
strive to integrate it into my own sell- 
ing methods. When you come across 
a worthwhile selling idea, simply add 
it to the system that you have been us- 
ing through the years.” 

A desk clock was presented to Wil 
liam King, Fidelity Mutual Life, for his 
work as chairman of the local com 
mittee on arrangements for the annual 
meeting of NALU held at St. Louis in 
August. 































Write: FORREST D. GUYNN 
Director of Agencies, Dept. N-11 
The Old Line Life Insurance Co. 


INSURA 


of America 

Milwaukee 1, Wisconsin 
| LIFE... SICKNESS... 
o A General Ag 


OUR EXPANSION PROGRAM OFFERS 


A TREMENDOUS OPPORTUNITY 
FOR QUALIFIED AGENTS 


*& FINANCIAL ASSISTANCE 
Top Commission Contracts 
Salaried Agents Contracts 


%& COMPLETE LINE OF MODERN COMPETI 
TIVE POLICIES 
(Participating and Non-Participating) 
% SPECIAL TERM REDUCING MORTGAGE 
PLAN 


%& EXCELLENT ACCIDENT AND SICKNESS 
AND HOSPITALIZATION POLICIES 
%& SUB-STANDARD TO TABLE “P” 
(500% Mortality) 


General Agencies available in Ohio, 
Illinois, Indiana, lowa, M’ :higan and 
Minnesota 






NCE COMPANY OF AMERICA 


HOME OFFICE: MILWAUKEE 
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Lively Symposium at LIAMA Meeting | 
Probes 4 Problems of Agency Officers 


Consultants from LIAMA’s company 
relations division conducted a lively 
symposium on four problems facing the 
agency officer at LIAMA’s annual 
meeting in Chicago. 

Lewis W. S. Chapman, director of 
company relations, moderated the 
symposium and introduced the four 
subjects: agent supervision, merchan- 
dising, the job of the assistant man- 
ager, and company benefit from 
LIAMA schools in agency management. 

“The process of evaluating the way 
an agent uses training already given 
him, plus the direction of his future 
training and activity,” was offered as 
a definition of agent supervision by 
William O. Cummings during his dis- 
cussion of this subject with Burkett W. 
Huey and Stanford Y. Smith. 

Mr. Smith suggested that the em- 
phasis of the agency officer should 
be on conserving the men who are re- 
cruited and not merely on the re- 
cruiting of new agents. Urging more 
attention to the subject of supervis- 
sion, he said: “When an agent has 
been recruited, inducted, and when he 
has learned the sales talk, it is then 
very important that he not become 
just one of the bull pen boys.” 

Panel members reported a question 
frequently heard: “How do you su- 
pervise supervision?” Mr. Huey gave 
one answer: “It seems to me that in 
LIAMA’s sales method index, or some- 
thing else like it, we have a basic 
management tool which we can use to 
develop a specific supervision stand- 
ard in a company.” 

Mr. Cummings warned that the SMI 
not be considered “a push-button rem- 
edy.” He said: “The supervision pic- 
ture cannot be complete without the 
old familiar tools like work reports, 
plan books, and plenty of joint field 
work.” 


In agreeing that the agency officer 
has in most cases developed processes 
for recruiting and selecting the career 
man, panel members recommended “a 
bridge across the gap from recruiting 
on one hand to turnover on the other.” 
They urged “a company program to 
insure adequate supervision—a_ pro- 
gram to include specific tools, specific 
processes, recordkeeping and analysis 
forms, with sound procedures of super- 
vision to help us conserve the career 
men we recruit.” 

In discussing techniques in mer- 
chandising, Stuart C. Ferris, T. Ben- 
son Leavitt and W. Thomas Fiquet 
agreed that the first thing for the 
agency officer to do is determine “a 
basic philosophy or pattern of mer- 
chandising.” 

Mr. Fiquet suggested that “once 

companies have made this basic de- 
cision as to the pattern they wish to 
follow, then it becomes relatively 
simple to make decisions in the specific 
areas of implementing company pol- 
icy.” He said in this way the agency 
officer “can measure ideas to see if 
they conform to basic company think- 
ing.” 
_ Mr. Ferris noted that “it is almost 
Impossible for a company to evolve a 
training program or honor club pro- 
gram or sales promotion material un- 
til it has decided just how it wants to 
merchandise its product.” 

Donald Bramley, W. Frank Hancock 
and Sam G. Shackelford discussed the 
Job of the assistant manager on the 
Premise that “the number-one job of 
the agency officer of any company is 


the cultivation and development of field 
management personnel.” 

Panel members noted that ‘‘more and 
more interest is being focused on the 
assistant manager—his recruiting, his 
training and his duties.” 

An increasing demand for LIAMA 
supervisors’ schools was cited as “evi- 


about the assistant manager. Also 
mentioned were “the demand for high 
priority on LIAMA research in the 
area of management selection. ..and 
increased activity within companies in 
assistant manager training.” 
Summarizing the discussion, Mr. 
Bramley suggested that “the first 
thing a company should do is to ap- 
praise its own situation in light of the 
industry trend toward appointment of 
more and more assistant managers.” 
He said if the appraisal indicates 


agement development program for as- 
sistant managers, that company may 
want to “form a specific policy toward 
the job.” 

As action steps, he listed defining the 
job; selecting, training, and compen- 
sating for it. Of equal-importance with 
a clear-cut company definition of the 
job, he said, is the point that “the as- 
sistant manager himself should know 
what he is supposed to do and where 
he is going.” Finally, once the company 
has devised a specific policy, it will 


dence that there is current concern there is a place in the company’s man- (CONTINUED ON PAGE 31) 
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Why do so many good life insurance 
men become top life insurance 


men with this company P 


WHY? And here’s the “success story”: 

First, and most important, there’s the product. 
It has earned a reputation for its soundness and 
for its net cost, which has always been among the 
lowest in the industry. 

Then, there’s the Company’s Sales Promotion 
Program. It provides between 300 and 400 items 
for agents’ use. This material is created by men 
who have been successful agents and who know 
the needs of agents. It is also under the watchful 
eyes of a unique nine-man committee, including 3 
general agents, 3 district agents and 3 special 
agents. 

Also, there’s the Company’s 5-phase Training 
Program which offers as much as 30 months of 
practical guidance! Here is the most thorough 
educational program in the industry. No wonder 
it leads to success for so many. 


One out of 12 career agents in The Northwest- 
ern Mutual is a life or qualifying member of 
the Million Dollar Round Table. 


One out of 6.5 career agents in The North- 
western Mutual is a C.L.U. 


One out of 3 career agents in The Northwestern 
Mutual is a National Quality Award winner. 


The 
NORTHWESTERN MUTUAL 


Life Insurance Company 


MILWAUKEE, WISCONSIN 


“THE CAREER COMPANY” 
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Big Week for 
Insurer Stocks 


The activity in insurance stocks was 
unusual during the past week. The big 
activity was in the stock of Connecticut 
General Life and National Fire, which 
the life company board has voted to 
purchase in an exchange of stock. 
National Fire stock went to $160 and 
was very scarce. 

A special block of 6,000 shares of 
Connecticut General stock was market- 
ed by First Boston Corp. It was not an 
offering by Conecticut General but 
came from a large, unidentified holder. 
Prices went to $614 a share, $70 up 
from the price at the beginning of last 
week. Later the Connecticut General 
price returned to the $540 area. The 
block was offered at $540 a share with 
a $20 commission to dealers. The offer- 
ing was the largest ever to go on the 
Hartford market. 

During the week 14,000 shares of 
Travelers stock went on the Hartford 
market at $86.25 a share and were sold 
out in 10 minutes. The offering, worth 
more than $1,200,000, was by White, 
Weld & Co. acting for an unidentified 
seller. The speed with which the offer- 
ing was absorbed gave brokers little 

or no opportunity to participate in the 
distribution. Though there was no 
connection between the sale of 6,000 
shares of Connecticut General stock 
and the sale of the Travelers shares, 
financial men were much impressed by 
the speed with which the large amount 
of insurer equities was absorbed and 
by the lack of effect on the price. 

The Connecticut General-National 
Fire combination is regarded as highly 
significant and may act as a catalyzer 


for more mergers in the insurance 
business, where there have been fewer 
than in the general industrial and busi- 
ness area. Insurers are not immune to 
the influence being felt in other fields. 
Competition is increasing, expenses are 
difficult for smaller and even some 
medium sized companies to hold down, 
and premiums will not continue to 
increase forever at the rate of recent 
years, 


D.C. Fire, Police Groups 
Oppose Insurer Status 


The Washington, D.C., board of com- 
missioners is presently considering a 
ruling which would classify the city’s 
Police Relief Assn. and other police 
and fire relief organizations as bona 
fide insurance businesses and subject 
them to city corporate taxes. 

At a meeting of the commissioners 
Deputy Police Chief Lutz opposed a 
ruling of Superintendent Jordan under 
which beneficials must either dis- 
solve, face prosecution or organize as 
businesses. It was pointed out that 
operating an unlicensed business in 
Washington calls for $1,000 fine or a 
year in jail. 

The ruling, if passed, will require the 
beneficial groups to incorporate, pay a 
2% premium tax and other business 
levies. 

A possible alternative suggested by 
Mr. Lutz was the action of Navy and 
Army Mutual Aid Societies. These 
faced a similar situation in D.C. and 
relocated. 

Chief Lutz said he would also seek 
legislation to blanket retired members 
of police and fire beneficials under the 
government employes group life pro- 
gram. 





L. K. McGinnis, Midland Mutual Life 
general agent in Marion, O., was hon- 
ored at a dinner by associates on his 
40th insurance anniversary. 
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Collier's 


Colorful pages in leading magazines are tell- 
ing 13 million American families exactly how 
they can provide DOUBLE-DUTY DOLLARS— 
SAVINGS AND PROTECTION! H's the story 
of UNITED OF OMAHA’S famous ‘‘20-20 FULL 
CASH REFUND PLAN,” that's still breaking 
records. Sales up 25%, first half of 1955. 
Last half leading any previous period. 





FULL CASH 
REFUND 


Fill out coupon and send by AIR 
MAIL . . . TODAY! You'll be glad 
you did. 


What does this mean to YOU? Mail the cou- 
pon for full details. No obligation. 


|_MAIL COUPON TODAY! 


AGENCY DEPT., Dept. NU 
UNITED OF OMAHA, 

Omaha, Nebraska 

Please rush full information about your 20-20 plan. Tell 
me all about your profitable LIFETIME CAREER CON- 








TRACT. 
OF OMAH 
UNITED BENEFIT LIFE Name 
(NSURANCE COMPANY 
Street. 





More than a billion-and-a-half dol- 
lars of life insurance in force. 


HOME OFFICE: Omaha, Nebraska 
CANADIAN OFFICE: Toronto 


Town and State. 





Telephone Number. 

















Architects’ concept of redevelopment program of home office buildings of 
Prudential on Broad street, Newark. A 24-story building flanked by terraced 
seven-story wings and tree-lined garden plazas, will be erected between Bank 
and Academy streets. Shown on left, on the southwest corner of Broad and Bank 
streets is the architects’ version of another modern building which Prudential 
will erect at the same time, replacing Prudential’s oldest building, erected in 
1892. 


plate glass and _ polished _ stainless 
steel. The building will be air- 
conditioned throughout and will incor- 
porate the most modern office building 
facilities available. 

The ground floor will contain an 
extensive lobby as well as space for 
retail shops. Enclosed area atop the 
seven-story wings will provide ter- 
raced dining facilities for Prudential 
employes. 

A driveway running through the full 
width of the rear of the building will 
allow off-the-street deliveries. 

The building will have a 187-foot 
front on Broad street. The tower sec- 
tion will have an 89-foot front. The 
main structure will be 200 feet deep. 

The set-back wings will provide 
space for the garden plazas, an inno- 
vation in architectural planning in 
downtown areas of New Jersey cities. 
The plazas will occupy about 20% of 
the total building site. 

An additional plaza at Broad and 
Bank streets will set off the other new 
structure which replaces the 1892 Pru- 
dential building. ; 

When Prudential was founded in 
1875, its first headquarters consisted 
of a small basement office on Broad 
street. The company now _ occupies 
seven buildings, the most modern of 
which is an 18-story brick-surfaced 
structure on Washington street, com- 
pleted in 1942. 


NEWARK—Prudential is embarking 
on a $20 million redevelopment and 
building program for its Newark home 
office. 

Focal point of the extensive project 
will be a 24-story tower building set 
off by tree-lined garden plazas. Flank- 
ed by seven-story wings, it will occupy 
a block-long front on the west side of 
Broad street between Bank and Acad- 
emy streets. There also will be a seven- 
story building at the southwest corner 
of Broad and Bank streets. 

Three old Prudential buildings now 
occupy the sites. Demolition of two of 
them will commence about Aug. 1, 
1956. 

Present plans call for a two-step 
construction program. Initially, the 
company will construct the tower 
building and its north wing at Broad 
and Bank. This will be followed by 
construction of the south wing of the 
tower at the northwest corner of Broad 
and Bank. : 

President Carrol Shanks said the 
first buildings should be ready for 
occupancy in early 1959 and the other 
wing of the tower a year or two later. 

The new Tower building will contain 
400.000 square feet of usable space and 
will provide underground parking fa- 
cilities for more than 100 automobiles. 
Its exterior will be marble with alu- 
minum-framed picture-type windows. 
The main floor lobby will be clear 
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“There is every hope that our new 
headquarters will be dedicated debt 
free come September, 1956,” Chairman 
Charles E. Cleeton of the National 
Assn. of Life Underwriters building 
fund committee, declared at a confer- 
ence of local association officers from 
Washington, Oregon and Idaho held 
in Portland, Ore. 

Mr. Cleeton’s confidence that enough 
additional money can be raised so that 
mortgage financing will not be necess- 
ary was heartening to his fellow NALU 
«wheelhorses.”” Last August, when he 
informed the national council of NALU 
of the cost figures based on a decision 
to build a larger structure than origin- 
ally planned, Mr. Cleeton said another 
$432,000 would be needed. However, 
this included a contingency margin of 
$71,642, representing 15% of the build- 
ing’s cost, and the architect’s fee of 
$40,000 was an “outside” figure, so it 
was hoped the grand total would work 
out to somewhat less than $715,552. 
This would mean a corresponding re- 
duction in the estimated additional 
financing of $432,000. 


Franklin Life Exceeds 
$22 Million in One Day 


As the result of a one day “capacity 
effort barrage” on Monday, President 
Chas. E. Becker was presented with a 
birthday gift of more than $22 million 
of new business by Franklin Life 
agents. 

The goal for the day was high. The 
objective was to equal in one day the 
$18,258,982 in new sales produced by 
Franklin during the entire year of 1939, 
the year before Mr. Becker became 
president. 

The day opened with 6 a.m. agency 
kick-off breakfasts, and ended with 
midnight “victory snacks.” General 
agencies reported immediately to di- 
vision offices, and division reports 
were relayed by telephone to Mr. Beck- 















Charles E. Becker, president of 
Franklin Life, receives reports of a 
one-day sales cainpaign, “capacity ef- 
fort barrage,” that netted $22 million 
in business for the company. Mr. Beck- 
er’s son, Charles Jr., vice-president of 
Franklin, chalks up returns of the 
campaign staged Nov. 14 in honor of 
the senior Mr. Becker’s birthday. 


er at the home office. Individual pro- 
ducers won calls to report direct to Mr. 
Becker through the attainment of pre- 
determined quotas for the day. 

Two operators manned the Franklin 
Life Switchboard from late evening 
until 3:30 a.m. with the help of extra 
operators. For six hours Mr. Becker 
talked by ‘phone to hundreds of agents 
throughout the country. When calls 
finally came from far western centers 
around 3:00 a.m., the goal had been far 
exceeded. It is estimated that the final 
figure will mount to $25,000,000. 
Franklin expects to attain the $2 bil- 
lion insurance in force mark before 
the end of November. 
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Every Hope’ of Dedicating Debt-Free NALU 
Building Next September, Cleeton Declares 


Mr. Cleeton, who is general agent of 
Occidental of California at Los Angeles 
and past president of NALU, was ac- 
companied at the meeting by Herbert 
A. Hedges, Equitable Life of Iowa, 
Kansas City, and NALU Trustee 
Gordon V. Hockaday, Equitable Soci- 
ety, Spokane. The visitors briefed the 
local leaders on the part they will play 
in encouraging financial participation 
by all local association members. They 


displayed fund raising literature avail- 
able for members and showed final 
renderings of the building. 

Similar meetings are scheduled for 
other parts of the country on dates to 
be announced soon. A session also has 
been held in Houston for leaders in 
southwestern states. 

Mr. Cleeton and his committee are 
optimistic for success of the fund cam- 
paign. The committee includes Grant 
Taggart, California—Western States 
Life, Cowley, Wyo.; Osborne Bethea, 
Prudential, Newark; John D. Marsh, 


Lincoln National Life, Washington, 
D. C.; and Mr. Hedges. 

The new headquarters will be locat- 
ed at the corner of C and 22nd street 
in Washington, directly across from 
the planned new state department 
building and adjacent to American 
Pharmaceutical Assn. ‘It will be three 
stories high, 126 feet long and 60 feet 
wide. It will contain 17,000 square feet 
of usable office space for NALU and 
its tenant, Life Underwriter Training 
Council. And it will be paid for by 
contributions of NALU members. 





JAMES ROBERTS 


became District Manager 


within 4 years under 
General American Life’s 


PROMOTIO 


SP 





General American Life has shown a 
steady growth in insurance in force 
during the past five years thus pro- 
viding new management opportuni- 
ties for its representatives. 


GROWTH OF INSURANCE 
IN FORCE 


--$1,824127,950 








1954 
1953 $1,556,268,382 

1952 $1,381,726,532,. 
1951 $1,261,478,838 . 


1950 $1,212,849,895 




















practice of 


Roberts joined the Adam Rosenthal Agency, St. Louis, in 


1949, produced $318,000 business his first year, made the 


Million Dollar Round Table in 1953. Advancing from 


within, he qualified for District Manager, and last year 


moved into the agency management field without having 


to leave his own community. 


For full information about the LSF 










Training Program, urite to Frank 


Vesser, Vice-President. 


General American Life 
INSURANCE COMPANY 


One of the nation’s leading mutual legal reserve companies 


St. Louis, Mo. 
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Wallman Heads 
American Progressive 


Bernard Wallman, formerly vice- 
president and director of agencies for 
American Progressive Health, has been 
elected president of the company to 
succeed the late Kenneth P. Lamont. 

Mr. Wallman said the company 
would continue its policy of gearing 
coverage to meet the specific require- 
ments of each individual or family. In 
addition to its A&H lines, American 
specializes in low cost school child ac- 


cident policies, coverage for athletic 
teams, children at summer camps, na- 
tional guard units and similar groups. 





Indianapolis Life Has Best Oct. 

Indianapolis Life’s sales in October 
were the largest of any October in 
the company’s history and reflected a 
27% gain over October last year. 

Sales for the first 10 months of 1955 
were 19.5% ahead of the same period 
last year. 

Kaufman agency of Shelbyville, Ind., 
was the leading agency in October, and 
Jack Peckinpaugh, Muncie, Ind., was 
the top individual producer. 





regional companies. 


Life representative. 


Agency and 

tield underwriting 
opportunities 
available to men 
residing in the 

14 Western States. 





try this hat 
for size! 


That's what it boils down to when a new man joins 
the Capitol Life. Contracting with a new company is 
much the same as buying a new hat. You want your hat 
to fit well...to wear longer...and to fully meet your 
personal needs. That's why we at the Capitol Life have 
placed a lot of emphasis on our Agent Contracts. 

Our objective was to develop contracts that fully 
meet the needs of each new man in terms of his experi- 
ence, qualifications, and personal requirements... to 
develop contracts that not only “fit well and wear longer” 
but ones that will meet the real human needs of the 
Agent. We're proud to say we've reached our objective. 
You can find proof of this in the fact that more and 
more men are joining the Capitol Life each month. More 
and more men are finding out they can finally get many 
of the things they have a right to expect from the insur- 
ance business... with one of the West's fastest growing 


We think you'll like our philosophy of “finding 
the hat that fits.” Capitol men do. Just ask any Capitol 





2b INSURANCE COMPANY 


—- 


WRITE: Thomas +. Daly Il, Vice President and Director of Agencies. 


DENVER, COLORADO 


Bankers of Nebraska Plans New Home Oftice 








Construction will begin next sum- 
mer on the new Bankers Life of Ne- 
braska home office, shown in the 
above architect’s rendering. The build- 
ing, to be located on a site in subur- 
ban East Lincoln at the corner of 
Cotner boulevard and O street, will 
be of altered “T” shape in design. The 
main portion will be two stories high, 
plus a ground floor with a frontage 
measurement of 363 feet. This portion 
of the structure will be 72 feet deep. 
At its deepest part, the building will 
measure 258 feet. The center portion 
will provide for a third floor in which 
the executive offices will be located. 
There also will be a mechanical 
equipment penthouse at this level, 
housing air conditioning and elevator 
tower equipment. 

The building will be of light col- 
ored Norman brick construction, sit- 





— 


uated well back from the street line 
surrounded on three sides by an ex. 
panse of landscaped area. Parkj 
areas will be provided. It is estimatg 
cost will exceed $1 million. 

e e s 

So situated as to provide maximyn 
sun light to all parts of the interior 
the building’s construction Provides 
for specially designed vertical piers 
and horizontal canopies between the 
w:ndow bays to provide most efficient 
sun control. Architects are Unthank g 
Unthank of Lincoln, with Shreve 
Lamb & Harmon Associates of New 
York City as consultants. 

Bankers, which has occupied jts 
present building since 1911, is Lip. 
coln’s largest life company with more 
than $425 million of insurance ip 
force and with more than 120,000 pol. 
icyholders. 








Bowden Is Crown Life 


Agency Superintendent 


W. N. Bowden has been appointed 
agency superintendent for Crown Life. 
For six years he has been responsible 
for the planning and direction of sales 
promotion and advertising. 

Mr. Bowden joined Crown in 1933 
and was named claims supervisor in 
1940. In 1949 he was appointed sales 
research secretary and developed a 
new department which specializes in 
business insurance and estate planning. 


McMahon to Claims Post 


Columbian National Life has ap- 
pointed William A. McMahon man- 
ager of the claim department. 

Mr. McMahon, a lawyer, joined the 





company in 1947 as supervisor in the 
issue and contract division. He was 
promoted to administrative assistant 
of the group department in 1953, 


Actuaries Club Elects 


Middle Atlantic Actuarial club has 
elected Richard L. Glazier, Life of Vir. 
ginia, president to succeed Ralph £. 
Edwards, Baltimore Life. 

Robert J. Myers, social security ad. 
ministration, was elected vice-pres- 
dent and program committee chairman. 
Helen R. Gibson, Monumental Life, was 
chosen secretary. 





Thomas V. Lloyd Jr. has been ap- 
pointed supervisor of the Van Ur 
agency of United Benefit Life, Phila- 
delphia. He has 20 years experience in 
the business. 
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% ® Concurrently the associate and agen- The two-day meeting, with some 225 
fice General Amer ican Easley Heads Texas cy sections of TLC also held annual officers of Texas companies in attend- 





» Street line, 


Offering New Group 
Line at Lower Rates 


General American Life is offering a 
new group line which features lower 
premiums, increased individual max- 
jmum amounts, improved disability 
provisions and lower extra premium 
charges for hazardous industries. _ 

The new group line follows the in- 


Life Company Group 

K. H. Easley, secretary of Amicable 
Life, was advanced to president of the 
Texas Life Convention at the annual 
meeting in Dallas, succeeding S. E. Mc- 
Creless, president of American Hos- 
pital & Life, who had held the post for 
two years. 

Other new officers are: Vice-presi- 
dent, Pat M. Greenwood, president of 
the Great Southern Life, and secre- 
tary-treasurer, Hilton Painter, presi- 


elections. Their new officers are: As- 
sociate section - chairman, R. F. Woods, 
Great American Reserve; vice-chair- 
man, W. Dawson Sterling, Southwest- 
ern Life; secretary, Robert R. Jackson, 
Republic National, and assistant secre- 
tary, Jack E. Williams, Gibraltar Life. 

Officers of the agency section are: 
Chairman, Clarence J. Skelton, Repub- 
lic National; vice-chairman, Glen Wal- 
lace, Great American Reserve, and sec- 
retary, F. V. Olnhausen, Great South- 


ance, included general sessions and 
panel discussions at the sectional meet- 
ings. Reports were made on the new 
laws now in effect by James P. Swift, 
vice-president, Southwestern Life, and 
Paul D. Connor, legal examiner of the 
board of insurance commissioners. In 
addition A. R. Jaqua outlined the pro- 
gram of the S.M.U. institute of insur- 
ance marketing, of which he is direc- 
tor, and H. Lewis Reitz, executive 
vice-president, Great Southern, spoke 


troduction several months ago of a new t c : 
s by an ex. | ordinary line and the business and pro- dent of Texas Empire Life & Accident. ern. on recent A&H developments. 
ea. Park fessional men’s income protector, a 
is estimated disability contract. 
yn. Substantially lower premiums, ef- 


; fective with the new group line, are 











€ maximum | ;esults of a new method of calculating 
the interior, premiums, based on “volume of insur- 
MM provides f ance on group when actually issued.” 
rtical piers The new rates, issued on two separate 
oetween the f schedules, with or without the new dis- 
‘ost efficient | ability provision, are the lowest in 
Unthank & f General American’s history. 
ith Shreve, Aside from its lower premium, the 
tes of New F new group line ushers in a new system 
of calculating semi-annual, quarterly 
ccupied its | and monthly payments and provides 
11, is Lin. | for a substantial bulk discount for 
With more J cases involving $150,000 or more. 
surance jp A provision for monthly income 
120,000 pol. f iotal disability payments to clients 
whose group policies are based on an 
employer-employe relationship is now 
visor in the | offered. The new disability provision, 
mn. He was available on most cases except those 
re assistant f with a high employe turnover, a high 
| 1953, percentage of unskilled workers or 
is conditions hazardous to life or health, 
provides for regular monthly income 
1 club ha f under any one of four plans to totally 
Life of Vif and permanently disabled group certi- 
1 Ralph £ ficate holders. , 
aan The list of hazardous industries re- 
vices quiring extra premiums has been re- 
> chairman | vised, eliminating some industries en- 
al Life, was f tirely and reducing loadings for others. 
Present policyholders will qualify »& 
; been ap- for the changes on policy anniversaries. {| 
ite pnt | Jefferson National Names 
oerience in 


Chicago General Agency 


E. Keith Bowers and Lionel B. Lind- 
heimer, Chicago agents for Guardian 
Life for 17 years, have been appointed 
general agents for Jefferson National 
Life. 

Located in new headquarters at 327 
South LaSalle street, Chicago, the Bow- 
. ers & Lindheimer agency has associated 
with it Frank R. O’Hare and Dennis J. 
Young, also both formerly with Guar- 
dian Life. Mr. O’Hare was brokerage 
manager and Mr. Young assistant man- 
ager of Guardian’s Chicago branch. 
Mr. Bowers and Mr. Lindheimer 
also operate the Ace agency, writing 
fire, casualty and A&H business. 


Jacobson Named Agency 
Head of Mutuals Savings 


Evans M. Jacobson has been named 
superintendent of agents for Mutual 
Savings Life of Missouri, succeeding J. 
DeWitt Mills-who will continue in the 
business in Virginia. 

Mr. Jacobson, formerly a_ district 
manager for Mutual of New York, 
started his insurance career with that 
company several years ago as an agent. 


Sa 
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Fe left us a heritage, in our hands... 


said, “We are losing the skill of working with our hands... 
we'll never do things for ourselves any more.” But like 
many prophesies . . . that one, too, was wrong. 


AMERICA, in its youth, was a nation of craftsmen. Months 
away from Europe by boat, with little to exchange for 
Europe’s goods, Americans turned of necessity to their own 


skill and ingenuity for the things they needed. 
? ee 5 i ’ For the machines brought leisure time, and people saw 


things they’d like to make better and more attractive about 
their homes . . . and they discovered their hands, and abilities 
they never realized they had. And so the spirit of the early 
American craftsman is again abroad in the land... 
guiding a plane along a piece of white pine, keeping a saw 
straight in its path through a 2 x 4, smoothing the way 

of a paint brush along a nursery wall. We call it 
“Do-it-yourself,” and we think of it as new. It’s not. 

It’s a throwback to another day ...a heritage passed down 
to us from earlier self-taught Americans who wouldn't 

be denied what they wanted either, and set out to 

“do it themselves”! 


Many gained fame for the excellence of their designs, 

the sure painstaking quality of their workmanship. Silver 
by Revere... glass by Stiegel and the folks at Sandwich... 
furniture by Phyfe and Hitchcock. But in addition to the 
names we know, there were hundreds of others—largely 
self-taught, non-professionals—who designed and built 
homes that have never been surpassed for simple beauty... 
rifles which shot straighter than any others in the world... 
great, lovely sailing ships that could show their 

sterns to everything on the seas. 








Philadelphia Telephone 
Directory Published 


The Insurance Telephone Direc- 
tory for Philadelphia has just been 
published by the National Under- 
writer Co. Copies of this helpful 
directory may be obtained for $1 
each from the National Underwriter 
Co., 420 E. Fourth street, Cincinnati. 


ee 


Perhaps it was the clean, fresh beauty of the land itself 
that gave such beauty to their designs. And it was 
probably the strength and honesty of a new 

freedom for man that helped put such strength 

and honesty into their workmanship. 





MUTUAL LIFE INSURANCE COMPANY 


ste: slectric power turned 
But then steam and electric P . BOSTON, MASSACHUSETTS 


Americans to mass production and 
complex machines. And everyone 
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EDITORIAL COMMENT 





The Function and Uses of the Business Press 


The business man reads his favorite 
business paper with closer attention, 
greater respect and a more critical eye 
than he reads almost anything else ex- 
cept the documents which affect the 
welfare of his firm or organization. 
This is not surprising since he depends 
upon it to find out what is going on in 
the economic community where he 
spends most of his waking hours. 

Yet even those who place great re- 
liance upon the paper in their field 
often do not realize that there are 
several hundred other fields in which 
the same thing occurs, and that the 
business press in general has grown 
very substantially in size and influence 
in recent years. 

An indication of this is contained in 
the growth figures for business papers 
during the last 15 years: Advertising 
income from $64 million to $400 mil- 
lion, number of papers from 1,500 to 
1,900, circulation from 1314 million to 
33 million. Of course the costs of pro- 
ducing papers steadily and substan- 
tially has increased. But on editorial 
expense—where management has some 
choice—the expenditures have in- 
creased, along with advertising income, 
more than five times. 

The reasons for this growth and rise 
in quality can best be seen by exam- 
ining the reasons why the business man 
reads his own paper. 

The economic wealth of a nation is 
said to consist not of property but of 
the amount of factual knowledge ‘pos- 
sessed by a country—multiplied by 
its distribution. In a sense this is true. 
With knowledge widely held and used, 
the property can be (and in the U. S. 
constantly is being) reproduced. It is, 
in the U. S., also being constantly ex- 
tended and improved. In no country is 
there a greater distribution of owner- 
ship and ownership interest than in the 
U. S., and in no other place is‘ a so 
great a distribution of factual‘ kno: 
ledge. In no other country are thére 
so many businesses and, consequently, 
sO many owners, managers,’ super- 
visors, and the like—men and women 
who must make decisions that materi- 
ally affect their businesses. These deci- 
sions are significantly shaped by news 
and one reason for rapidity of decisions 
in American business is the rapid de- 
livery of news—news which possesses 
a high degree of accuracy and that re- 
lates to matters that will affect directly 
er indirectly the position and welfare 
of a business firm, or a part of a whole 
business. There is another description 
of the reader of the business paper: 
He is the man who, even though he 
may not be an owner, nevertheless has 
a broad, keen interest in what is hap- 
pening in his business and to its peo- 
ple; product and principles. 

A very small percentage of those 
who make a living out of a business 
read the business publication which 
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serves it. Yet those who do read it are, 
by and large, the men who shape its 
destiny, who make its important deci- 
sions, who are its leaders. The circu- 
lation of a good business paper is a 
highly selective list in that field. 

In spite of the close relationship be- 
tween the business paper and those 
who read it and advertise in it, busi- 
ness men can increase their under- 
standing of the function and uses of 
the business paper and make more ef- 
fective and extensive use of its facil- 
ities, with profit to both the press and 
and business. 

Too many persons in any business 
rely upon the assumption that their 
firm or organization or segment of the 
business is important and the subject 
of wide attention simply because it 
exists, has money in the bank, does 
business with hundreds or thousands 
and has grown. 

The truth is that the competition 
for attention has multiplied tremen- 
dously since 1940, in reading, hearing, 
and seeing. If the demands on atten- 
tion have increased 500 or more per- 
cent in 15 years, the need for a more 
frequent and more persuasive business 
self expression is that much greater. 


Generally, decisions of whether to 
advertise, or send out news, or other- 
wise catch attention, are reached where 
there is no competition for attention. 
The president or other executive works 
out the problem with another execu- 
tive or staff member—in an office with 
the door closed and with few interrup- 
tions. But when the decision is made 
and the fact makes its appearance in 
the form of advertising, news release, 
etc., the competition becomes extreme- 
ly severe. What exerted a strong pres- 
sure in the quiet conference room may 
suffer severe deflation in the roar of 
the street, subway, train and TV 
equipped living rooms. 

In these times, even if a company 
or organization decides to do its utmost 
to command..attention, it cannot get 
far unless it is skillful, and unless it 
applies intelligence consistently to the 
task of communication. This is partic- 
ularly true in respect to the atmosphere 
in which sound, liveable industry deci- 
sions can be made. 

A strong and energetic business pa- 
per has very much to do with the kind 
of atmosphere that prevails in a busi- 
ness. This is because the, best discipline 
of a resasonable mind, individual or 
community, is adequate information 
correctly and fairly stated—on time. 

The business paper helps materially 
to focus the attention of the entire 
business on questions that depend for 
their solution on community thinking 
and discussion. In addition to the dis- 
cipline exercised by the news itself, 
the business paper that is doing its 
job aids in defining broad problems 
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of the business, publicizes suggested 
solutions and contributes to the forma- 
tion of a common attitude. 

Also, probably, not enough of those 
who take business papers read them 
in a way to extract their full value. 

On the other hand, the business pa- 
per can advance its own cause by not 
assuming that because it is dealing 
daily with the problems of communi- 
cation others who are not so engaged 
should understand, sui generis, com- 
munications as thoroughly as _ those 
who operate a business paper. To make 
the material of a business more under- 
standable to those in it is, after all, 
one of the particular contributions that 


the business paper makes. 

The business paper needs to do more 
of what most of them undoubtedly try 
to do, to develop a thorough under- 
standing of the particular character. 
istics of a business and express them, 
Very often the business paper is the 
first to publicize a trend, or express a 
characteristic of a business in concrete 
form, so that its discussion enables 
those in a business to better understand 
themselves and their peculiar function, 

Fortunately, perhaps, business pa- 
pers are read for information and in- 
struction; otherwise it would be prop- 
er here to add, they could make them- 
selves more entertaining. 








PERSONALS 


Raymond C. Johnson, vice-president 
in charge of agency administration of 
New York Life, suffered a broken left 
ankle and bruised hand and shoulder 
when the taxi he was ridng in crashed 
into an abutment on East River drive, 
New York City. He was on the way 
home from LaGuardia airport after re- 
turning from the LIAMA meeting at 
Chicago. He expects to be released 
from New York Hospital in the next 
few days. 





John D. Moynahan celebrated his 
20th year as manager of Metropolitan 
nLife’s West Subur- 
ban agency, Ber- 


wyn, Ill., with a 
reception and din- 
ner for agency 


associates and 
their wives at the 
LaGrange country 
club. 

Under his tute- 
lage the agency 
has become one of 
the largest of the 
company, writing 
$11 million in new 
business last year and expecting to 
exceed $13 million this year. 

Guests at the dinner included repre- 
sentatives from the home office and 
former agency associates who have 
been promoted. Mr. Moynahan is a past 
president of American Society of CLU 
and National Assn. of Life Under- 
writers. 


J. D. Moynahan 


C. A. Chase, state and home office 
supervisor of Occidental Life of North 
Carolina, is a candidate for councilman 
in Houston. 


Charles E. Smith, Occidental Life of 
California, San Mateo, has been named 
Pacific regional vice-president of the 
United Cerebral Palsy campaign. 


Peter M. Fraser, chairman of Con- 
necticut Mutual Life, headed a 15-man 
steering committee for Trinity col- 
lege’s fall convocation held five days 
at Hartford. 


Elizabeth E. Hogan, Equitable Life 
section supervisor, has become the 








ADVERTISING OFFICE: 

175 W. Jackson Blvd., Chicago 4, III. 
Telephone Wabash 2- 2704. 

Advertising Manager: Raymond J. O’Brien. 
SUBSCRIPTION OFFICE: 

420 E. Fourth St., Cincinnati 2, Ohio. 
Telephone Parkway 2140. 


company’s first woman employe to be 
named a fellow of Life Office Manage- 
ment Assn. Institute. Out of a total of 
696 fellows of the institute only 26 are 
women. 


Dr. Frederic R. Stearns, vice-presi- 
dent and medical drector of Security 
Benefit Life, has been elected to mem- 
bership in New York Academy of 
Sciences, an institution made up of sev- 
eral divisions devoted entirely to re- 
search. 


Edward H. Wells, vice-president and 
actuary of Mutual of New York, spoke 
at the mathematics teachers annual 
conference in Chapel Hill, N. C., urg- 
ing teachers to encourage talented stu- 
dents to embark upon the career of 
actuary. 


John W. Clarke, vice-president, ac- 
tuary and controller of Pan-American 
Life, and Wesley S. Bagby, controller 
of Pacific Mutual Life, has been elect- 
ed to membership in Controllers Insti- 
tute of America. 


Mary LaBella, Manhattan Life, Los 
Angeles, former chairman of the Wom- 
en’s Quarter Million Dollar Round Ta- 
ble of NALU, and Harry Frank of Los 
Angeles, a manufacturers representa- 
tive with Lithograph Processing Co., 
were married. 


Buffington S. Mayer, Baton Rouge 
agent, was guest of honor at a recep- 
tion in Cincinnati on the 50th anniver- 
sary of his association with Union Cen- 
tral Life. He received a silver tray 
from John A. Lloyd, executive vice- 
president of the company, and a gold 
watch from James and Charles Smith- 
ers, his co-general agents at New Or- 


DEATHS 


ROSWELL C. LAUB, retired vice- 
president of Monarch Life, died in 
Phoenix after a long illness. He was a 
past president of Massachusetts and 
Springfield life underwriters associa- 
tions. 


SID MAREAN, president of the Cin- 
cinnati CLU chapter and regional di- 
rector of American Society of CLU, 


Telephone Parkway 2140. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Main 
1634. Fred Baker, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm, 421, 
Te). Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. 
Wieghaus, 


O. E. Schwartz, Chicago Mgr. 


BR. J. Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 


DALLAS 1, TEXAS—708 Employers Insurance 


“Bldg., Tel... Prospect 1127 Alfred E. Cadis, 
Southwestern Manager. 
DETROIT 26, MICH. — Lafayette Bldg., 


Tel. Woodward 1-2344. . J. Edwards, Resi- 


dent Manager. 


KANSAS CITY 6, MO.—605 Columbia Bank 
Bldg., Tel. Victor 9157. William J. Gessing, 
Resident Manager. 

MINNEAPOLIS 2, MINN.—1038 Northwestern 
Bank Bldg., Tel. Main 5417. Howard J. Meyer, 
Resident Manager. 

NEW YORK 38, N. Y.—99 John Street, Room 
1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres., J. T. Curtin, Resident Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel. 
Atlantic 3416. Clarence W. Hammel, Resident 
Manager. 


PHILADELPHIA 9, PA.—122 S. 
Room 1127, Tel. Pennypacker 5-3706. 
Fredrikson, Resident Manager. 

SAN FRANCISCO 4, CAL.—Flatiron Bldé.. 544 
Market St., Tel. Exbrook 2-3054. A. J: 
Wheeler, Pacific Coast Manager. 


Broad Street, 
E. H. 
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died following a heart attack. He was a 
member of the society’s planning com- 
mission and chapter activities com- 
mittee. He was a life member of Mil- 
lion Dollar Round Table. Mr. Marean 
was with Union Central’s home office 
agency from 1931 until 1943, when he 
became an independent producer. 


VERNE G. EDGECUMBE, 59, gen- 
eral agent of Monarch Life at Albany, 
N. Y., for 20 years, died. 


CHARLES H. MINER, 76, superin- 
tendent of field accounts of Aetna Life 
for 30 years until his retirement 10 
years ago, died at his home in We- 
thersfield, Conn. 


MRS. BESS H. MOUNT, wife of 
Bert Mount, 2nd vice-president of Mas- 
sachusetts Mutual Life, died in Spring- 
field, Mass. 


EDWARD M. GUTHRIE, 43, divi- 
sional manager of the ordinary depart- 
ment’s tabulating division of National 
Life & Accident, died unexpectedly of 
a coronary thrombosis at his home in 
Nashville. He had been with the com- 
pany since 1936. 


JESS M. THOMPSON, 71, Equitable 
of Iowa district manager at Joplin, Mo., 
died in his home after a three-month 
illness. Mr. Thompson entered the busi- 
ness in 1909 in Joplin with Prudential. 
He was with German Mutual from 
1911 to 1917, and then joined Equit- 
abel. 


BEN SIMON, Norfolk general agent 
of Lincoln National Life, died after an 
illness of several months. He joined 
Lincoln National in 1934, establishing 
the company’s first agency in Virginia. 
The Simon agency ranked among the 
company’s 10 largest agencies in total 
paid production for more than 10 years 
and is among the five leaders in total 
amount of insurance in force. 


N. Y. to Hold Welfare 
Hearing: Mass. Reports 


The New York insurance department 








| will hold-a public hearing Nov. 21 to 


give those interested an opportunity to 


present views on the operation of union 


welfare funds. Superintendent Holz 
will preside and Martin S. House, spe- 
cial counsel of the department on wel- 
fare funds, will conduct the hearing. 
The department is expected to de- 


| velop rules and regulations based on 
_ the hearing and its investigations into 


abuses in the operation of such funds, 
and undoubtedly will have a program 
of legislation to present to the next 
legislature. The hearing will be held at 
the New York County Lawyers Assn., 
14 Vesey street, New York City. 

In Massachssetts a special legislative 
commission headed by Sen. Conte re- 
ported that welfare funds there are un- 
regulated, which “leads to an open in- 
vitation to exploitation by the unscrup- 
ulous.” The term of the commission ex- 
pired Nov. 1 and the report urged con- 
tinuation of the study. 





Conn. General to Write 
Standard Life on Flyers 


_ Connecticut General Life will offer 
life insurance at standard rates to pi- 
lots and crew members of U.S. airlines 
who have flown scheduled routes for 
be years or more and to private pi- 
ots who meet company standards of 
aviation experience and flying activity. 





Fete Retired Hancock Employes 

_ President Paul F. Clark and 19 of- 
ficers of John Hancock were hosts at a 
luncheon attended by 165 retired em- 
Ployes. The guests spent an afternoon 
visiting in the home office. 


Rumor Thurman to 
Serve Again as 
Ky. Commissioner 


Cad P. Thurman, 60, state agent for 
Continental of the America Fore group 
and former Kentucky commissioner, is 
being mentioned in Kentucky insur- 
ance circles as a likely choice for com- 
missioner when A. B. Chandler, gover- 
nor-elect, takes office. 

Mr. Thurman, who has been Conti- 
nental’s state agent for more than 30 
years, was given a leave of absence 
from the company when he served as 
commissioner from 1948 to 1949. He is 
active politically and supported Mr. 
Chandler, who ran as an independent 
Democrat without state party support. 

Mr. Thurman began his insurance 
career as a local agent at Hodgenville, 
Ky., and then joined Continental. He 
is a past president of Kentucky Fire 
Underwriters Assn. and Kentucky Fire 
Prevention Assn. and a past MLG of 
Kentucky Pond of Blue Goose. 





List Speakers for Life 
Counsel Meet Dec. 12-13 
at New York City 


Assn. of Life Insurance Counsel will 
hold its winter meeting Dec. 12-13 at 
Waldorf-Astoria hotel, New York City. 

First-day speakers will be Gordon 
C. Reeves, general counsel of Lincoln 
National Life, on recent developments 
in the field of group insurance; and 
C. Richard Wharton, vice-president 
and general counsel of Pilot Life, the 
life insurance law of North Carolina. 

Francis V. Keesling Jr., 1st vice- 
president and general counsel of West 
Coast Life, will be moderator of a 
forum on current problems. Panelists 
and topics will be Herbert E. Martin 
Jr., assistant general counsel of Acacia 
Mutual Life, interpretation and signi- 
ficance of the words, “evidence of in- 
surability”; John A. Tuck, associate 
general counsel of Canadian Life In- 
surance Officers Assn., writing life 
contracts on resident aliens and in 
foreign countries where the company 
is not licensed; Harry J. McCallion, 
assistant general counsel of New York 
Life, patterns and prospects—regula- 
tion of A&H policy provisions; and 
Holgar J. Johnson, president of Insti- 
tute of Life Insurance, public relations 
and the life insurance counsel. 

Second-day speakers will be John 
A. Morrison, assistant counsel of Na- 
tional Fidelity Life, on the life insur- 
ance contract as a species of property; 
Edward J. McAlenney, associate coun- 
sel of Connecticut General Life, on 
deferred compensation and insurance; 
and Harry B. Hyde, associate general 
solicitor of Prudential, on leasehold 
mortgages. 

Buist M. Anderson, vice-president 
and counsel of Connecticut General 
Life, will moderate a panel on anti- 
discrimination laws and life insurance. 
Panelists will be Irving V. Brun- 
strom, assistant general counsel of 
American Life Convention, and Albert 
L. Hall, vice-president and general 
counsel of Berkshire Life. 

Past presidents will be honored in 
a special ceremony. 





Set Midland Mutual Vote Date 


Policyholders of Midland Mutual 
Life will vote Dec. 8 on the proposal to 
convert from a stock to a mutual com- 
pany. Stockholders some time ago 
voted in favor of mutualization and 
against acceptance of an offer to buy 
—v stock made by Ohio State 

ife. 


Dedicate Commonwealth Life Building 








Commonwealth Life has formally dedicated its new home office, the Com- 
monwealth building, in Louisville. Speakers included President Morton Boyd, 
Gov. Wetherby of Kentucky, Mayor Broaddus of Louisville, Commissioner 
Goebel of Kentucky, and Holgar J. Johnson, president of Institute of Life 
Insurance. Two thousand persons attended. 





WISCONSIN NATIONAL LIFE’S 


PARENTS’ PROTECTION and JUVENILE SAVINGS PLAN 
JUMPING JUVENILE 
















% Estate and Retirement Building for 


all Children 
' ¥%& Protection and Savings for 
in Parents 
%* Full Death Benefit From 
one Age 0 


%& Return of All Premiums 
Paid Provision 
(if death occurs prior 
to age 21) 





Pa 1g 
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“Parents seem to like the 
Jumping Juvenile contract 
any way they look at it”, is 
a frequent comment of our 
agents. This quality of bol- 
anced appeal is largely responsible 
for the notable success enjoyed by 
this policy’ . . and the agents 
offering it. Details are available 
from our agency department. 


WISCONSIN NATIONAL LIFE INSURANCE CO. 
OSHKOSH, WISCONSIN 


General Agency Openings in: 
Wisconsin - Michigan - Illinois - Indiana - Minnesota 


LIFE « SICKNESS * ACCIDENT * HOSPITAL ¢ POLIO ¢ ANNUITIES 
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ASSOCIATIONS 


H. C. Graebner Confers CLU 


Designations in S. F. 


Herbert C. Graebner, dean of the 
American College, presented CLU de- 
signations at a joint meeting of San 
Francisco Life Underwyiters Assn. and 
San Francisco CLU chapter. 

Dean Graebner said the increasing 
bite of taxation and the increasing 
demands and opportunities to spend 
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the larger income make for increased 
competition for spendable dollars. ‘“‘The 
life underwriter must understand fam- 
ily budgets and commodities,” he said. 
“Regarding the life insurance man 
himself, he no longer must be a com- 
mon man or average man. He must 
be above average and uncommon.” 

Mr. Graebner described what he 
feels it takes for a man to be success- 
ful in the life business. 

He must have the knowledge of the 
technical aspects, knowledge of con- 
tracts, business law, finances and 
money, investment and government 


He must have a deep seated belief 


TOUT | 


BURA 
» 
< 


in life insurance and the zeal of a 
minister, convinced that he is doing 
good for men. 

It must be on his lips with every 
intent to serve. He must see the people. 





Scanlon to Address Indiana Group 


Principal speaker for the mid-year 
meeting of Indiana Assn. of Life Un- 
derwriters in Indianapolis Nov. 18-19 
is Thomas M. Scanlon president of 
Indiana Bar Assn. 

The meeting opened with an ex- 
ecutive committee session Nov. 18 and 
continues through luncheon Nov. 19, 
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AGENCY BUILDING 
OPPORTUNITIES IN: 


Arizona, California, Delaware, 
Florida, Illinois, Indiana, lowa, 
Kansas, Kentucky, Maryland, 
Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, 
Texas, Virginia, Washington 
D. C., and West Virginia. 


The COLUMBUS MUTUAL Life Insurance Company 


Carl Mitcheltree, President 


Ben F. Hadley, Vice-Pres. & Sup’t. of Agents 


Columbus 16, Ohio 
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Group Case” at the Nov. 15 meeting 
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JOSEPH LONG SPEAKS 





Types Sales Chiefs 
at Northern Cal. 
Management Meet 


Based upon years of close obserya. 
tion as well as personal experiences 
and contacts, there are four genera} 
types of sales managers, according ty 
Joseph B. Long, director of agencies 
State Mutual Life, who made one of 
the principal talks before the annug] 
northern California agency manage. 
ment conference in Berkeley. 

These types, he said, are: 1) The 
personal performer—who constantly 
cites his own personal record as q 
salesman, with trimmings. 2) The en. 
thusiast—always dreaming up a con- 
test, and making baseball players of 
the salesmen, making ’em wear Silly 
hats at pep parties, etc. 3) The great 
planner—operates by remote control, 
user of “scientific” graphs and charts 
and always developing a rising chart 
“which often sags” 4) The “Me, Ine.” 
type—devoted mostly to self-interest. 

“There is something of yourself in 
each of these characteristics,” he said. 
The sales manager is the man in the 
middle; between management and 
salesmen and it is not always the 
great salesman who becomes a great 
sales manager. He pointed out that 
there is no formal training courses for 
candidates for sales-managers’ jobs, 
Therefore, the man must develop him- 
self, have the ability to perform 
promptly and well, particularly those 
things he may not want to do. 

Mr. Long emphasized the responsi- 
bility of managers in selection and 
employment of men: “Once you take 
the responsibility of inducing a man 
to leave another job to join you, you 
must stand behind him and do every- 
thing possible to make him a success.” 


R. Edwin Wood, associate manager 
Phoenix Mutual and national executive 
committeeman from San_ Francisco, 
told of some of the economic and politi- 
cal problems confronting Americans 
which can affect life insurance. He 
said the next 12 months are a crucial 
period for this country. He deplored 
mass selling of life insurance, the ef- 
forts by some groups constantly to 
increase social security benefits, the 
attitude of many to “let the govern- 
ment do it” and parallel activities by 
politicians who seem to cater more to 
the voters than to the general future 
stability and welfare of the country. 

All papers presented contained many 
suggestions, ideas and programs. Other 
speakers included Arthur D. Hemphill, 
Equitable Society, San Francisco; Ed- 
son K. Kincaid, Equitable Society, San 
Jose; Bethel W. Walker, inspector of 
agencies New York Life; T. G. Murrell, 
Mutual Benefit Life, Los Angeles, 
Bruce Bare, New England Mutual, Los 
Angeles, and Myles L. Grover, Johnson 
& Higgins. 

Gordon W. Hay, Mutual of New 
York, was general chairman of the con- 
ference with V. Webner Wiedemann, 
Equitable of Iowa, program chairman. 
Following the sessions Harry J. Stew- 
art, president of West Coast Life, was 
host at a social hour. 





F. W. Lohm Speaks 


Fred W. Lohm, superintendent of 
agencies of Manhattan Life, spoke 
“Opportunities with the Small 


of New York City Life Supervisors 
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Fees 


fopeka Underwriters Hear 


Outline for Success 


In a talk before Topeka (Kan.) Life 
ynderwriters Assn., Eber M. Spence, 
vice-president and agency director, 
american United Life, listed several 
points for success. He said the success- 
ful man forms the habit of dcing what 
unsuccessful men don’t do; he also 
warms up by study and practice, keeps 
his momentum, and stays on the track 
by not wasting time looking for non- 
existing short cuts. 

Mr. Spence reminded the agents that 
one out of every five persons wll buy 
life insurance in the next 12 months, 
explaining that 12 years ago there 
was $20 billion of income left after 
expenses of living and today there is 





| $125 billion. 
j 


Roanoke Holds Education 


Week and Sales Congress 


Roanoke Assn. of Life Underwriters 
sponsored a “life insurance education 
week” climaxed by a sales congress 
and luncheon at which Holgar J J ohn- 
son, president of Institute of Life In- 
surance, H. Gatling, Jefferson 
Standard Life, Norfolk, and Herbert R. 
Hill, manager of Life of Virginia at 
Richmond, were speakers. 

Roanoke agents discussed life in- 
surance on local radio and TV stations 
and spoke before public school and 
college groups, and donated blood at 
the regional blood center. 

Mayor Woody, who proclaimed life 
insurance education week, extended 
the welcome at the luncheon. Mr. 
Johnson spoke on “This Great Busi- 
ness of Ours.” Mr. Hill discussed “Self 
Management and Time Control.” Mr. 
Gatling, a member of Million Dollar 
Round Table, told how to recognize 
latent powers and abilities in an effort 
to reach maximum efficiency. 


Pritchard Speaks Against 


Increase in City Fees 


“When we think of legislation in life 
insurance, we tend to confine that 
thinking to national and state legis- 
lative bodies, but one of the most dan- 
gerous of such bodies is city councils,” 
Oren D. Pritchard, manager, Union 
Central Life, Indianapolis, NALU trus- 
tee and chairman of NALU’s state law 
& legislation committee, warned mem- 
bers at a recent luncheon meeting of 
Terre Haute (Ind.) Assn. of Life Un- 
derwriters. 

“I fear the spread of heavy city 
license fees on companies, agencies, 
and agents,” he declared, “and even 
more the spread of city premium taxes. 
Both are unwarranted increases in the 
cost of life insurance to the public, and 
yet both are attractive to cities hard- 
pressed for revenues because of the 
move of the population to the suburbs. 


Neenah, Wis.—An LUTC class is being star- 
ted here for agents in the Fox River Valley 
association, under the chairmanship of H. D. 
Severance, Mutual Service Life, Fond du Lac. 
James D. Banks, Old Line Life general agent 
at Appleton, is instructor. 





Milwaukee—More than 300 persons attend- 
ed a meeting addressed by Stanley C. Collins, 
Metropolitan Life, Buffalo, new president of 
NALU. Stressing the economic value of the 
debit agent, Mr. Collins said they have been 
(CONTINUED ON PAGE 23) 





New Handbook for 
Michigan Ready 


A new Underwriters’ Hand-Book 
of Michigan has just been published 
by the National Underwriter Co. It 
Provides complete and up-to-date 
information on the agencies, com- 
panies, field men, general agents, 
solicitors, groups and other organi- 
zations affiliated with insurance 
throughout the state. Copies of the 
new Michigan Hand-Book may be 
obtained from the National Under- 
writer Co., 420 East Fourth street, 
Cincinnati. Price $12 each. 














Weeas 


Ohsner Urges Life 
Companies to Sponsor 
Institutional Ads 


The annual regional sales meetings 
cf Chicago Assn. of Life Underwrit- 
ers, held on three consecutive after- 
noons in different sections of the great- 
er Chicago area, were attended by a 
record 800 agents. 

C. S. Ohsner, personal producer at 
Columbus, O., recommended a pro- 
gram of institutional-type advertising 


to replace the “product” advertising 
now conducted by individual life 
companies. “The prcgram should ad- 
vertise the advantages of life insurance 
and the services performed by life 
insurance agents instead of the particu- 
lar plans of individual companies.” 

He urged a series of ads which 
would show how much insurance the 
average American should own as he 
progresses through life. 

Loren E. Powell, managing director 
of LUTC, presented a fcur-point for- 
mula for sales success based upon the 


opinions expressed in a survey of 
LUTC graduates. He said success is 
dependent upon good _ prospecting 
methods. 

George Huth of Connecticut Mutual’s 
Hunken agency, Chicago association 
president, urged greater strength and 
cooperation through combined efforts 
of local, state and national associations. 
“Only in this way can we achieve more 
stringent qualification laws and oppose 
those increases in social security bene- 
fits which would socialize our ccun- 
try,” he said. 














CONTINENTAL AMERICAN 





utbuoducer 
a completely 
new 


noteworthy for new 
low premiums on all plans 








policy portfolio 


For almost 50 years, Continental 
American has endeavored to pro- 
vide its clients with the best life 
insurance available at the lowest 
possible cost. This objective has led 
the Company to pioneer in the field 
of many new policy developments. 
In keeping with this pioneering out- 
look, Continental American now pre- 
sents a new and improved policy 
portfolio designed to serve the needs of 
its clients in these changing times. 


Preferred Class Policies For those who in- 
sure in larger amounts and who are inter- 
ested in maximum protection for their 
premium dollar, Continental American pre- 
sents two improved Preferred Class Policies— 
ordinary life and business (double protection 
to age 65). Both are issued in minimum 
amounts of $10,000, and provide the ultimate 
in low cost, permanent life insurance. 


Entire Policy Portfolio For all clients, Conti- 
nental American has extended to all plans the 
principle of lowest guaranteed rates consistent 
with safety and has retained the benefits of 
even lower costs resulting from participation 
in future earnings. Continental American’s 
long-standing policy of specializing in pre- 
ferred class customers has brought about large 
unit sales for all plans.* The economies result- 
ing from large unit sales have reduced costs 
and made posstble the new benefits. 


*In 1954, the Company’s aver- 
age new sale exceeded that of any 
life insurance company. 


Continental American 
Life Insurance Company 


Wilmington, Delaware 
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NAIC Committee Holds 


Variable Annuity Session 
(CONTINUED FROM PAGE 1) 

but said that to use inflation as the 
basis for a new law would be unsound 
He regards it as playing with dynamite. 
He pointed out that inflation typically 
occurs during and after wars and it 
seems to be leveling out now. He indi- 
cated that he was not willing to bet 
on further wars and a consequent need 
of hedges against inflation. 

The subcommittee, which includes 
Superintendent Holz of New York and 
Commissioner Howell of New Jersey, 
raised the question of the relative im- 
portance of annuity business, since so 
few individual annuities are currently 
sold. However, it was brought out that 
with the inclusion of group annuities a 
large percentage of company assets 
comprises annuity reserves. 

e o o 

Robert E. Dineen, vice-president of 
Northwestern Mutual Life and a for- 
mer New York insurance superinten- 
dent, said the tendency in the business 
seemed to be to regard variable an- 
nuities as being either black or white. 
He said he spoke as one taking a “gray” 
view. He said Northwestern Mutual is 
not interested in writing variable an- 
nuities but has an interest in any pos- 
sible effect on the good name of life 
insurance. He said the business owes an 
obligation not only to those who will 
buy in the future but to those who are 
already policyholders. 

Mr. Dineen said he opposes the Pru- 
dential plan of having the variable 
annuity business so closely integrated 
with the regular life insurance busi- 
ness. He conceded that Prudential 
would never get into trouble with this 
system but wondered what might hap- 


pen with some of the other 1,000 life 
companies. If there were serious re- 
percussions, Northwestern Mutual 
would be tarred along with the rest of 
the business, he pointed out. 

Mr. Dineen favors what he termed 
the “ancillary” approach, with a com- 
plete separation between a company’s 
variable annuity business and its other 
business. He would also like to see 
some other word than “annuity” used 
for this new type of contract. He in- 
dicated he was not opposed to seeing 
variable annuity experiments tried if 
there were adequate safeguards to pro- 
tect the public and the life insurance 
business as a whole. 





Mass. Mutual to Boost 
Dividends $6 Million 


Massachusetts Mutual has adopted a 
dividend schedule for 1956 entailing a 
26% disbursement increase for ordin- 
ary policies. Interest on dividend ac- 
cumulations will be credited at 34% 
instead of the present 34%. Interest 
on participating funds payable under 
optional settlements will be based on 
344% in place of the present 344%. 

The increase, which represents about 
$6 million in additional disbursements, 
reflects not only the higher dividends 
payable under the new schedule but 
also the larger volume of dividend- 
paying business which will be in force 
next year. 


Provident Mutual Hikes 
Dividends $1 Million 


Provident Mutual Life has increased 
its dividend scale for 1956 and raised 
to 3.25% the interest to be allowed on 
dividend accumulations and under most 
settlement options. The increases will 
result in distribution of $1 million more 
than if the 1955 scales had been con- 
tinued. 
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THE PARKWAY 





PHILADELPHIA ¢ 


Building for 
SECURITY 


it is a balance of speed, 


performance and sea-worthiness. —_- 


ce, it is a balance of new 
and sound principles. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


AT FAIRMOUNT AVENUE 
PENNSYLVANIA 


Release Proposed Rules 
for AGH Advertising 


(CONTINUED FROM PAGE 1) 
in New York, preferably through their 
respective trade associations, or if they 
desire, in writing as individuals or 
company representatives. 

The rules developed by the subcom- 
mittee cover advertising by A&H mag- 
azines, on the radio and in television 
scripts, billboards and similar displays. 
The rules also apply to descriptive 
literature and sales aids of all kinds. 
including circulars, leaflets, booklets, 
depictions, illustrations and form 
letters, as well as prepared sales talks 
and similar material for use by agents 
and brokers, and the representations 
made by them in accordance with this 
prepared material. 

The rules are prefaced with a declar- 
ation that advertising “shall be truthful 
and not misleading in fact or in impli- 
cation,” and that words or phrases 
whose meaning “is only clear by impli- 
cation or by familiarity with insurance 


terminology shall not be used.” 
e 


e oe 

Advertising of benefits payable or 
losses covered, renewabillity, cancel- 
lability and termination, testimonials 
by policyholders, use of statistics, in- 
spection of policies offered, identifica- 
tion of insurance plans and benefits 
provided by more than one policy and 
disparaging comparisons of other poli- 
ices are among other subjects covered 
by the proposed rules. 

The rules also deal with jurisidic- 
tional licensing, group implications, 
introductory offers, third party en- 
dorsements, policyholders, service fa- 
cilities and claims or statements made 
about the companies themselves and 
their financial condition, and enforce- 
ment procedures. 





Suggests Program to Solve 


Ind. Blue Cross Problems 


Declaring that a forthright, con- 
structive approach to the problem of 
Blue Cross is to be preferred to “dis- 
organized grumbling,” John Morris, 
Hoosier Casualty, Fort Wayne, presi- 
dent of Indiana Assn. of A&H Under- 
writers, recommended the association 
undertake a four-point program. 

Speaking before a “standing room 
only” crowd at the regular monthly 
meeting of the Indianapolis association, 
Mr. Morris recommended— 
—Establishment of an “information 
project” designed to acquaint agents 
more fully with the exact nature of 
Blue Cross-Blue Shield coverages. 
—Using the state organization’s month- 
ly bulletin as a question and answer 
service on Blue Cross-Blue Shield 
problems. 


—wWatching for and opposing legisla- 
tion, federal or state, which favors Blue 
Cross-Blue Shield as contrasted to pri- 
vate insurers or which implies the Blue 
organizations are better than private 
companies. 

—Funnelling all complaints about Blue 
Cross-Blue Shield advertising or sales 
tactics through the state association so 
they can be screened for validity and 
then taken up with the proper authori- 
ties. 

Mr. Morris pointed out that despite 
use of the slogan, “non-profit com- 
munity service,” both Blue Cross and 
Blue Shield are, in Indiana, organized 
as mutual insurance companies under 
exactly the same laws as all other do- 
mestic mutual companies. 


Eschels Now General Agent 


J. Ted Eschels, formerly with Pacific 
Mutual Life for four years, has been 
named Detroit general agent for Wash- 
ington National. 
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Credit Covers in Indiana Se 
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stated categorically that a life license - 
authorizes an agent to write only life life 
and not A & H. “Any life insurance thin 
agent who desires to sell A & H, jn, | “# 
cluding credit A & H, must, without aler 
any conditions attached thereto, take | ‘4! 
and pass this department’s written ey. | OU! 
amination for an A & H license.” 2 
e e e wor: 
Indiana has two classes of licenses. | ¢4S4 
“life” and “other than life.” An agent | tow! 
applying for a life license has gj He | 
months in which to complete a Course is ni 
of study approved by the departmen, | thot 
When satisfactory evidence that he | pres 
has passed such a course is Certifieg | Jar 
to the department by his company o, | suré 
general agent, he is issued a perma. | in h 
nent license. In lieu of completion g | if h 
such a course, he may take a writte, | he?! 
examination; and the department j; | best 
authorized to require a written exam. | man 
ination in any case in which it might | 00° 
care to. ship 
The “other than life” license is js. | insu 
sued only upon written examination, W 
It covers general insurance and A &q life 
However, for a number of years, the } self 
department has allowed agents wh) | Att 
plan to write A & H but not genera | ofh 
lines to take an examination covering } his « 
A & H alone and omitting genera | they 
lines. thei 
The department is also in the | wer 
process of setting up minimum re. | If | 
quirements for approved life training J vulr 
courses and for the area to be covered | he 
by A & H examinations. extr 
insu 
Companies’ Reinvestment pr 
ee ron 
Funds Exceed $9 Billion in tl 
While new capital funds becoming 0! 
available for the economy from life ial 
insurance accumulations totaled $4- | Whe 
461,000,000 in the first nine months, } situ 
aggregate funds made available for | coy) 
reinvestment by life companies from his { 
amortizations, maturities, prepayments ” 
and sales of previously held invest- the | 
ments, totaled $9,288,000,000, according | 4nd 
to Institute of Life Insurance. recit 
e e e Qt 
In the first nine months the increase | exist 
in new capital from life insurance was of th 
$298 million, but reinvestment funds | prox 
were $1,036,000,000 greater. Compared sura 
with five years ago, new capital funds “ill 
of the year-to-date are $1,371,000,000 be 
greater, but reinvestment funds are | life 
$4,052,000,000 more. Life companies J but: 
have $3 billion a year coming up for | with 
reinvestment from amortizations, pre- getti 
payments and maturities. Mortages thou 
topped this year’s investment pur- § ticy] 
chases with $4,639,000,000, increased $1 from 
billion. Corporate securities accounted 
for $3,529,000,000 of investments, down J 27C¢ 
about one-eighth. only 
He 
of i 
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LIFE—A. & H. large 
relat 
GROUP MANAGERS | | on 
esser 
With the increase in Group activity sev: flat-' 
eral companies have lucrative openings and 
for men with minimum of five years Group critic 
Life or A.&H. production experience. These cour: 
openings, chiefly with medium sized com- appe 
panies, involve established Branch or ex- towa 
panding home office operations, are ideal 
for men presently in #2 spots or below, Indic 
looking for advancement and promotion Cl: 
to tangible positions of wider scope. Loca- eral | 
tions—30 different states. Salaries to and 
$15,000. Jr. a 
Confidential handling all inquiries Self-1 
agent 
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see Fire. Casualty Men 
Competing with Life 


(CONTINUED FROM PAGE 8) 
life agents to the punch and do every- 
thing possible to sew up his clients’ 
life insurance business before some 
alert life man uses it as a means of 
taking over the entire insurance ac- 
count. : 

It seems obvious that forces are at 
work that will tend to attract the fire- 
casualty agent more and more strongly 
toward the writing of life insurance. 
He is being shown that life insurance 
is not such a world apart as he had 
thought, that it needn’t be sold by high 
pressure that would alienate his regu- 
lar clients, that he could use life in- 
surance sales methods to advantages 
in his fire-casualty business, and that 
if he remains aloof from life insurance 
he may find himself losing some of his 
best clients to an alert life insurance 
man who saw an opportunity to make 
good use of the client-agent relation- 
ship he had developed through his life 
insurance service. 

Well, where does all this leave the 
life agent who prefers to confine him- 
self to life only or to life and A&H? 
At the very least, he’d better take stock 
of his situation. Is his relationship with 
his clients such that he feels confident 
they'd be loyal to him even though 
their fire-casualty agent or broker 
were to try to sell them life insurance? 
If the life agent’s position seems 
vulnerable what should he do? Perhaps 
he can, knowing the threat, make 
extra sure that his “in” with his life 
insurance clients is so strong that they 
wouldn’t think of buying life insurance 
from anyone else, even a trusted friend 
in the general insurance business. 

Or he might team up with a congen- 
ial and trusted fire-casualty man. 
When the life man comes upon a 
situation where the fire-casualty man 
could write some business or even get 
his foot in the door, he brings him in as 
the property-liability insurance expert. 
And of course the fire-casualty man 
reciprocates. 

Quite a few of such alliances are in 
existence. Doubtless there will be more 
of them as the fire-casualty agents and 
brokers get more interested in life in- 
surance selling. After all, many of them 
will see advantages in corralling the 
life insurance business of their clients 
but may feel they have their hands full 
with their own business. As a means of 
getting additional business, even 
though on a share business, and par- 
ticularly of keeping some life agent 
from taking over a client’s entire insur- 
ance account, an alliance with a life- 
only agent has considerable attraction. 
How the life agent meets the problem 
of increased life insurance selling 
among fire-easualty agents depends 
largely on his individual situation and 
relationship with his clients, also his 
Own personal preferences. The first 
essential, though, is not to be caught 
flat-footed but to study the situation 
and decide, well in advance of any 
critical necessity, what the wisest 
course will be, in view of what 
appears to be an accelerating trend 
toward multiple-line operations. 





Indianapolis Agency Gives Panel 
Claude C. Jones, Indianapolis gen- 
eral agent for Connecticut Mutual Life, 
and two agency associates, Paul Dye 
Jr. and George W. Jackson, discussed 
self-management before four life 
agencies in Buffalo. The hosts were 
utual Benefit Life and Connecticut 
seul agencies of Buffalo and Roch- 
j Mr. Jones said his agency has Mon- 
ay morning meetings for agents who 
report their records for the previous 





XUM 


week. Agents failing to meet their 
weekly objectives are subject to a 


“fines” system. Mr. Jones said the sys- 
tem has raised morale and increased 
enthusiasm. Since starting the plan 
three years ago, Mr. Jones said, aver- 
age yearly production of each agent 
has gone from $275,000 to $480,000. 


Pru Names Bunting at Monessen 

Prudential has appointed Roland E. 
Bunting district manager at Monessen, 
Pa. He joined the company in 1939 and 
has been manager at Oil City, Pa., 
since 1951. 
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Coursey Stresses Public 


Relations at Chicago Meet 


More than 75 members attending the 
November meeting of Chicago A&H 
Assn. heard W. G. Coursey, managing 
director of the International Assn. of 
A&H Underwriters, stress that the A&H 
business needs good public relations 
and the agents are in the best position 
to create them. 

Mr. Coursey said the two big prob- 
lems facing the industry are knowledge 
of A&H, both by the public and the 
agent, and public relations. He said the 
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public could best receive its knowledge 
from the agent, but the agent has to 
rely on his company’s training pro- 
gram and upon what he can pick up 
from his fellow agents. “The latter 
source of agent information emphasizes 
the importance of membership in the 
local association” he said. 


Aé&H Agents Hear Cornett 


William B. Cornett, director of A&H 
sales and service for Prudential, spoke 
at a recent meeting of Columbus Assn. 
of A&H Underwriters. 
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MARKET WISE... 
MARKET READY 


Here is one of Great-West Life’s field-proven aids to 
organized selling—the Sales Guide to Business Life Insur- 


ance. This practical and comprehensive approach to 


Business Life Insurance planning is effectively assisting the 


sales efforts of Great-West Life’s representatives. 


The Sales Guide to Business Life Insurance and its related 
material is part of the extensive range of specialized sales 
tools provided by the Company for the profit and support 


of its field force. 
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Any sales training pro- 





gram, to be effective, must — 
RRS 
Ss 


provide a basic understanding of the RS 


product and its function. 


In life insurance, this involves much more than the 
ability to solve “rate-book problems”. That’s why, throughout our 


entire “YOU, Inc.” training program, this 





all-important concept is empha- 
sized until it can never be forgot- 
ten — all life insurance is good 


income-producing property! 
No. 6 OF A SERIES 


Since its inception, Cal-Western’s “YOU, Inc.” training program 
for agents has attracted interest from many segments of the life 
insurance industry. If the program has enjoyed above-average suc- 
cess, we believe it is due, first to extremely careful selection 
standards, and second to certain basic concepts around which 
“YOU, Inc.” is framed. In this series of messages, we present 
some of these concepts . .. not in the spirit of boastfulness .. . 
but because they may be of value to the industry as a whole. 


California-Western States Life 
Insurance Company 


HOME OFFICE: SACRAMENTO 




















OUR POLICIES Desirable Agency 


QUALITY... Our Heritage 








Loss of Time Openings Avail- 
Accident and able in the 
Sickness . 
i Following: 
Hospital Modical 
d Surgical . Ari 
” eat Established on Quality 46 years ago, cing 
Non-Cancellable this Pioneer in Accident and Sick- \ roa 
; ndiana 
and Guaranteed ness Insurance is a LEADER today 
Renewable to Age ele : lowa 
Pp ew gett in designing progressively better cov- Florida 
: : 2 i 
Sickness erages with greater protection for the seticaitin 
° ° ° rr 
. a insuring public. Put these extremely Btn 
Major Medical aes ‘ Michigan 
e saleable policies in YOUR portfolio. Piven 
Cancer and Specific and benefit through our liberal NEW sataatael 
. ahi i 
Disease Expense and Renewal Commission agree- 
. Nebraska 
Franchise Group ments. 3 
Ohio 
and Key-man 
Wisconsin 











Loss of time Plans 
. e 


We wili welcome your inquiry concerning our complete arrangements for a Direct Contract. 


We \LLANOAS WUTUR 
415 Ubon. CASUALTY COMPARN pris 


Peoria, Illinois 


WOWASSESSABLE 





Vice-President 
‘Dependable Accident, Sickness, and Hospital Insurance since 1910."' 


Plan Addition to Omaha Insurers’ Home Oftice 





The original building was con. 
structed in 1940. Built to handle 19 
years of expansion, it was soon ove 
flowing and the first nine-story ad. 
dition was constructed in 1948. 

The companies will show the largest 
growth in their history during the 
current year. Since the original build. 
ing was erected in 1940, United Bene. 
fit Life’s insurance in force has in. 
creased nine-fold from $170,156,568 
to $1,574,942,447. In the same period 
Mutual Benefit H.&A.’s premium in- 
come has multiplied nearly eight times 
from $17,779,028 to $136,413,936. 


The artist’s conception above shows 
how the home office building of Mu- 
tual Benefit H.&kA. and United Bene- 
fit Life will look when a new nine- 
story structure is completed. The view 
is of the east side of the building. The 
new addition is that half of the nine- 
story structure on the right. The left 
portion of the nine-story structure is 
the 1948 addition to the original 
building, far left. The new addition, 
construction of which will begin short- 
ly after the first of the year, will pro- 
vide approximately 125,000 square feet 
of floor space. 








Newark. He is a life and qualifying 
member of the Million Dollar Round 
Table. 


Guarantee Mutual Records 


Each month so far this year Guaran- 
tee Mutual Life has surpassed last year 
in new life sales and during October 
the company registered a gain of 41% 
over the same month in 1954. 

Average gain for the first 10 months 
of 1955 is 31.7% over the same period 
in 1954, with the Carl M. Leonard & 
Son agency, Tulsa, leading for Octo- 
ber. New ccmmercial A&H business is 
up 22% over last year. 


Republic National Names Cottle 
J. Virgil Cottle Jr. has been named 
assistant secretary in the underwriting 
department of Republic National Life, 
A past president of Texas Home Office 
Life Underwriters Assn., Mr. Cottle has 
been in the business since 1948. 





American Mutual Erects Signs 
American Mutual Life has accentuat- 
ed the metropolitan look of downtown 
Des Moines by erection of two huge 
signs atop the Liberty building, the 
company’s 12-story home office. The 
signs, visible from afar, are each a 
half block long with seven-foot red 
metal letters lighted at night by neon. 


W. A. Kleinschmidt Opens Office 

W. A. Kleinschmidt, formerly agency 
assistant in the Prudential Milwaukee 
office, has opened a detached office at 
7835 W. Burleigh street. He has been 
with Prudential for 36 years. 





Prudential Promotes Two 


K. Stuart Hawkinson, formerly 
training consultant for Prudential’s In- 
diana region, has been named manager 
of Harmony Heights district at Evans- 
ville, replacing P. L. Brown who now 
heads the Owensboro (Ky.) office. 

Miss Lois Walter, former Fort Dear- 
born agency assistant, Chicago has 
been promoted to assistant field office 
consultant at Prudential’s Minneapolis 
regional home office. 








Byrnes Appoints R. Jay Wilcox 


NEW YORK-—R. Jay Wilcox has 
been appointed a supervisor in the 
George B. Byrnes agency of New Eng- 
land Mutual Life here. Mr. Wilcox, 
who is a CLU, entered the business in 
1950 with Penn Mutual in New York 
City and was later with Prudential in 





Missouri Co. to Change Name 

Missouri Ins. Co. has called a special 
meeting of its shareholders Nov. 29 in 
St. Louis to amend its articles of in- 
corporation to vermit a name change 
to Ins. Co. of Missouri. 














GLOBE LIFE INSURANCE COMPANY 


Attractive Agency Contracts 


COMPLETE LIFE INSURANCE 
COVERAGES—Ages 0-60 
ALSO ACCIDENT, HEALTH, 

HOSPITALIZATION AND MEDICAL 


For Particulars Write Home Office 
159 North Dearborn St., Chicago 1, Illinois 
WILLIAM J. ALEXANDER, PRESIDENT 
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~ ASSOCIATIONS 


(CONTINUED FROM PAGE 19) 
able to spread life insurance coverage “just a 
little wider by reaching people who need it 
most.” He warned that while the future is 
pright, there are many problems in the indus- 
that must be solved. He mentioned such 
matters as mass selling, social security ex- 
on, variable dollar concepts. tontine, 
oup creditor insurance schemes and agent 





gr 
turnover. 

Bloomington, 1Ill.—Morris G. Fuller of State 
Farm Life, president of Central Dlinois CLU 
chapter presented CLU designations to eight 

ntral Illinois life underwriters at a cone 
ferment dinner here. William T. Beadles, dean 
of Illinois Wesleyan university at Blooming- 
ton, spoke on “Life Insurance Education and 
Training.” He described the operation of the 
family financial security workshops sponsored 
by Institute of Life Insurance at 11 univer- 
sities last summer. 


Manitowoc, Wis.— Jerome J. Junk, Central 
Life of Iowa and past president, is in charge 
of the LUTC program, and Timothy P. Blaney, 
Northwestern Mutual, Green Bay, will conduct 


classes. 


Seattle—Deane C. Davis, president of Na- 
tional Life of Vermont spoke on “current 
trends in the life insurance industry.” 

St. Louis—Lester A. Rosen, a million dollar 
producer of Union Central Life at Memphis, 
addressed a meeting at which 39 new members 
were welcomed. 


New York City—An educational meeting was 
held recently at Hotel Sheraton Astor. 
Robert M. Remick Jr., Connecticut Mutual 
Life, and Gerald E. Youngman, Mutual Bene- 
fit Life, members, spoke. 


Dallas—Six members of the Million Dollar 
Round Table addressed the fall round-up 
seminar. They were: Edward L. Allison, 
Tulsa, Northwestern Mutual Life; Robert L. 
Maxwell, Dallas, Southwestern Life; John 
Sierra, Dallas, Great Southern Life; Thomas 
MeNiel, Dallas, Mutual of New York; John 
Wright, Tyler, Southland Life, and Robert J. 
Dupre, Houston, Metropolitan Life. 


Oconomowoc, Wis.—The Land O’Lakes asso- 
ciation heard a talk by A. A. Hauser, North- 
western Mutual, Hartford, Wis. 


Sioux City, Ia.—Harold McComb, Eugene 
Egan and Jack Anderson, all members of 
the association, are conducting a 10-session 
workshop for public school teachers. Out- 
lined at recent weekly sessions were: “Life 
Insurance and How It works,” ‘Kinds of Life 
Insurance,” “Uses of Life Insurance,” and 
“Building a Life Insurance Program.” 


Kokomo, Ind.—Legislative trends affecting 
life insurnce were discussed by Joseph G. 
Wood of Indianapolis, attorney for Indiana 
Assn. of Legal Reserve Life Companies. 


Madison, Ind.—Charter meeting of South- 
eastern Indiana Assn. was held recently. 
John C. Rohlfing, Prudential, Madison, is 
president and James T. O’Neal, Great West 
Life manager at Indianapolis, spoke 
Also on the program were Harry Foreman, 
American United Life, Kokomo, and Oren 
Pritchard, Union Central Life, Indianapolis 


District of Columbia—Lester O. Schriver, 
managing director of NALU, spoke. CLU cer- 
tificates were presented to this year’s qualifiers. 
The next meeting will be Dec. 1. 


Milwaukee—Charles H. Schaaff, vice-presi- 
dent of Massachusetts Mutual Life, addressed 
the November luncheon. 


Syracuse—Edward Haldeman, State Mutual 
Life, Pittsburgh, told how saving money 
through life premiums meets these prerequi- 
sites of a good savings plan: safety; systema-- 
tic; freedom from worry; self-completing; and 


hl 


r rate of return. 











Green Bay, Wis.—The Northeastern Wiscon- 
sin association heard a talk by T. A. Hegland, 
Prudential. 


Marinette, Wis.—New officers elected by 
the Upper Wisconsin-Michigan association are 
Richard Lundgren, Metropolitan, Marinette, 
President to succeed Frank Salp, Bankers Life, 
Stephenson, Mich.; Glenn Johnson, Aetna, 
vice-president, and Stanley Olson, New York 
Life secretary, both of Marinette. ae ny 


El Paso, Tex.—The educational facilities 
leading to the CLU designation were explained 
by Walter B, Wheeler, director of field serv- 
ices of the American College. 


Michigan City, Ind.—Richard James, manager 
of the local social security office, discussed 
the latest developments in social security be- 
ot a meeting of the LaPorte County associa- 


Pittsburgh—David Escovitz, Metro 
3 politan 
ye Pittsburgh, addressed Washington branch 
Pittsburgh Assn. of Life Underwriters. Ed- 





ward F. Haldeman, State Mutual Life, Pitts- 
burgh, spoke to Fayette county branch. 
John A. Utz, Kansas City Life, Pittsburgh, ad- 
dressed New Caztle branch and Querino Ca- 
ruso, Knights Life, Pittsburgh, spoke to But- 
ler branch. 


St. Paul—W. A. Neville, advertising manager, 
Great-West Life, spoke on public relations. 


Oshkosh, Wis.—‘‘The Power of Advertising” 
was discussed at a dinner meeting of Fox 
River Valley association. Members’ were 
present from this city, Fond du Lac, Neenah- 
Menasha and Appleton. The speaker was Lyle 
F. Thompson of Barnes advertising agency, 
Milwaukee. 


Savannah—John R. Jackson, Life of Georgia, 
at a “ladies’ day” meeting attended by 200 
agents and wives. 


Pittsburgh—Frank J. Kelly, Lincoln National 
Life, Pittsburgh, spoke on ‘Successful Sel- 
ling Methods”’ to Beaver Valley branch Nov. 18. 


Nothhelfer & Leck Top 


State Mutual's Record 


In less than 10 months the Nothhelf- 
er & Leck agency of State Mutual Life 
at Chicago has, by paying for more 











WwW. C. Leck 


J. B. Nothhelfer 


than $7% million of new ordinary, 
broken all previous year-long company 
production records. The agency expects 
to have at least three, million-dollar 
producers among its agents this year. 


300 Attend Breakfast 


National Life of Vermont held its 
annual maple syrup breakfast for 300 
persons at the annual meeting in Los 
Angeles of Mortgage Bankers Assn. 
of America. In attendance were: Deane 
C. Davis, president; L. Douglas Mere- 
dith, executive vice-president and fi- 
nance committee chairman; Addison 
C. Pond, supervisor of mortgages and 
real estate; members of the mortgage 
bankers group; and officials of veterans 
administration and federal housing 
administration. 


Nebraska Actuaries Meet 


Nebraska Actuaries Club met at 
Omaha with 31 members and guests 
in attendance. 

Among topics discussed was the 
practicality of the preparation of inter- 
im financial statements and their use- 
fulness. The value of a small or medi- 
um sized company’s own mortality 
statistics in predicting future experi- 
ence also was assessed. 

F. E. Huston, Guarantee Mutual Life, 
is president and James F. McLean, 
Bankers Life of Nebraska, is secretary. 


Morgan Rejoins Ohio Life 

David C. Morgan has rejoined Ohio 
State Life as mortgage loan manager 
after 10 years with John W. Galbreath 
& Co., Columbus. He formerly was with 
Ohio State for four years as assistant 
loan manager. Lawrence F. White has 
become assistant manager. 


Alcoa Featuring Pan-Am 

Pan-American Life, which made 
extensive use of aluminum in its home 
office building, was featured in a 
two-minute commercial on Aluminum 
Co. of America’s NBC TV program, 
“The Alcoa Hour.” 


Roberts Joins Lincoln Nat'l 

Robin Roberts, star pitcher and six- 
time 20-game winner of the Philadel- 
phia Phillies, has joined Lincoln Na- 
tional Life at Philadelphia. He is with 
the Galligher agency. 





...and have it 


Helping people achieve security through sound in- 
surance planning is a satisfying and rewarding career 
for The Man With The Guarantee. And in helping 
others, he helps himself with The Guarantee’s new 
pension plan. 

As a General Agent with The Guarantee, you 
will also benefit from these other agency-building 
2 tools: © A complete line of insurance to sell ¢ Two 
: new financing programs ¢ The Guarantee’s liberal 
5 Star Contract © An agency-minded company. 








For More information 
on the areas available and the 
advantages offered by The 
Guarantee, write or phone 
today — in confidence — to 
J. D. Anderson, Agency Vice 
President, 1805 Douglas 
St.. Omaha, Nebr., At. 7100. 


Ralph E. Kiplinger, President 
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. . . a reputation earned by Central Life’s con- 
sistently excellent record of Safety, Service and 
Strength through six decades. 
. .. @ reputation maintained by Central Life’s 
progressive leadership. 

Over $400 Million in force. 
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Pacific Coast Actuaries 
Elect Paff President: 


Discuss Trade Topics 


Harold G. Paff, Prudential, Los An- 
geles, was elected president of Paci- 
fic States Actuarial Club at its fall 
meeting in Pebble Beach, Cal. 

Ralph H. Niles, Standard, was elec- 
ted vice-president, and E. V. Hoff 
secretary. Named to the executive 
committee were Arnold B. Brown, 
Metropolitan Life, San Francisco, and 
B. J. Helphand, Pacific Mutual Life. 

Topics discussed at the two-day 
meeting included: Group plans with 
less than 25 lives, recruiting and train- 
ing for a career in the insurance busi- 
ness and variable annuities. 

Opinion was expressed that means 
would be found for offering the public 
variable annuity coverage on a sound 
basis if the plan is subject to safe- 
guards against misunderstanding and 
possible misleading sales methods. 

e e -_ 

Participating in the spirited discus- 
sion on the variable annuity were: 
Myles Grover, Johnson & Higgins, San 
Francisco; Charles Larson, Pacific Mu- 
tual Life; Wendell Milliman, consul- 
tant at Seattle; Phillip Soth; John 
Rowell; Barrett Coates Sr., Herfurth 
& England, San Francisco; Robert 
Richardson, Brown & Richardson, Chi- 
cago; Mr. Helphand, and Christopher 
Wain, Prudential, Los Angeles. 

Discussion at the meeting indicated 
there is an increasing interest in the 
small group business. There was gen- 
eral agreement that the expense ra- 
tios are considerably higher than on 
larger groups, but there was a vari- 
ance of opinion as to how the expense 
problem should be met. 

Miss Josephine Beers, Occidental 
Life of California, said a limited num- 
ber of plans and restricted coverages 


should be offered to simplify the 
policy and certificate forms. 
Ronald J. Martin, Founders, felt 


that a sufficient variety of plans and 
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coverages should be offered to appeal 
to individual groups and that the ex- 
pense problem should be met through 
simplified record keeping, servicing 
and billing. 

Clarence Tookey, Occidental Life of 
California, said a challenge is offered 
to actuaries to work out a formula 
which would take care of individuals 
showing poor experience rather than 
to attempt to weed them out. 

Gordon Bingham, Northern Life, and 
Marcus Gun, Western States Life, em- 
phasized the necessity of increased ac- 
tivity in recruiting talented men for 
actuarial and other positions in the 
business. They said adequate pay and 
challenging work must be offered to 
attract competent individuals. 

Leo Nordquist, West Coast Life told 
how his company has adopted a plan 
which provides new agents with a 
training salary plus monthly salary 
based on production in an effort to re- 
cruit and hold good men. 

Clement Penrose, Pacific Mutual 
Life, explained that unless legislation 
is passed early in 1956, the insurance 
companies will be required to pay fed- 
eral income tax under the 1942 law. 

Philip Streatfield, Beneficial Stan- 
dard Life, Mr. Wain, and Eugene 
Neuschwander, Fireman’s Fund, re- 
ported that companies are developing 
plans to provide A&H to persons be- 
yond the normal ages at which these 
benefits are usually sold. 





Union's Insurer Given 
‘Conditional’ OK in Ind. 


California Life, controlled by Laun- 
dry Workers International Union of 
Indianapolis, has received “conditional 
approval” to operate in Indiana. 

Control of the company was acquired 
by the union’s social security depart- 
ment shortly before a U. S. Senate 
sub-committee reported the disappear- 
ance of nearly $1 million of union in- 
surance premiums. The sub-committee 
was reported as saying the money was 
turned over to Louis Saperstein, New- 
ark broker, to be paid to another in- 
surer. 

The committee last July blamed 
Saperstein and E. C. James, union 
secretary-treasurer, for disappearance 
of the money. Saperstein earlier testi- 
fied he helped the union acquire con- 
trol of California Life, and denied he 
kept the money, but refused to give 
details on what happened to it. James 
refused to testify. 

To operate in Indiana, California 
Life was told by the insurance depart- 
ment that the 5% service fees the com- 
pany reportedly was paying heads of 
union locals for investigation of claims 
had to be eliminated. The department 
also said death benefits under the 
union’s health and welfare plan must 
be insured with an insurance company, 
in place of the former method of self- 
insurance, or else the social security 
department must qualify as a life in- 
surer. In addition, payment of fees to 
the social security department’s actu- 
arial consultant must stop because he 
is an employe of the insurer. 

The department also said, “It is 
assumed that Louis Saperstein no 
longer is connected in any manner with 
either the social security deartment 
of the union or California Life.” 





Culling Now Assistant 
V-P of Pacific Mutual 


A. N. Culling has been advanced to 
assistant vice-president of Pacific Mu- 
tual Life in charge of agency financial 
administration. 

With Pacific Mutual for 25 years, Mr. 
Culling has advanced steadily through 
various responsibilities in the com- 
pany’s auditing, renewal, and policy- 
owners’ service departments as well 
as in agency work. 


Allotting Cost Helps 
Multi-Line Companies 
Determine Emphasis 


The recent trend of life companies 
entering casualty lines and of casualty 
companies entering the life business 
makes it more important to manage- 
ment to know the costs of each indivi- 
dual line, Burnell H. Miller, vice-pres- 
ident and controller of State Farm Life, 
said in a talk on cost allocation at a 
life insurance industry conference held 
at the annual national conference of 
Controllers Institute of America in Los 
Angeles. 

Cost allocation thus serves manage- 
ment as a measure of control in decid- 
ing upon what line or lines the em- 
phasis should be placed, Mr. Miller 
said. Because of the high degree of 
public interest in the life business, 
companies are obliged to furnish the 
public with an accurate accounting of 
the cost of operation by lines. Manage- 
ment also needs an allocation of costs 
as a basis of making an equitable dis- 
tribution of policyholders’ dividends. 
Finally, sound management decisions 
in a highly competitive market depend 
on an analysis of operating expenses. 

Work measurement, performance 
budget, tailor-made system and written 
formulas and procedures are among the 
important essentials of any cost alloca- 
tion, Mr. Miller said. An accurate work 
measurement program is an important 
adjunct to cost accounting. It is neces- 
sary for laying out effective plans and 
work schedules, budgeting on a per- 
formance basis, and for management 
improvement: A performance budget 
is essential to management in estimat- 
ing expenses to be incurred and as a 
ccst control measure. A system should 
fit the business rather than modifica- 
tion of the business to fit the system. 
The suitability of any method of ex- 
pense allocation is largely dependent 
upon the company’s mode of operation, 
size, class of business, and nature of 
expense incurred. 

e e e 

E. N. Karrmann, treasurer and con- 
troller of American United Life, de- 
scribed how the controller’s depart- 
ment of his company set up a uniform 
method of gathering and presenting 
information for budgetary control and 
functional cost analyses. Because of the 
variations in accounting practices 
among companies, American United 
Life recognized that it would be almost 
impossible and probably impractical to 
try to make many inter-company or 
industry comparisons. 

Under the new method, information 
is obtained from the company’s 12 oper- 
ating functions by using a_ budget 
worksheet and time distribution sheet. 
Each functional head prepares his own 
budget worksheet, and his plans and 
appropriations for the year are re- 
viewed quarterly by the president and 
the operating committees. A sheet is 
prepared for each item of expense 
under his control. The figures are for- 
warded to the controller’s department 
and consolidated. Through punched 
cards, the time and salary distributions 
pertaining to the various functions are 
computed and tabulated in scoreboard 
form. Specific expense items are ob- 
tained from the expense ledger. Other 
items are allocated on the basis of time 
and salary distribution or other appro- 
priate formulas, Mr. Karrmann said. 





Northwestern Mutual Sales Up 


Northwestern Mutual Life’s sales for 
October were up 23% over the same 
month last year, and sales for the first 
10 months were 10.7% higher than the 


same period in 1954. 

Sales through October totaled 
million, $47 million over the 1954 49, 
month figure. October sales were $47; 
million compared to $38.5 million 
year and $42.4 million in 1946, the pre. 
vious October record. 

With sales of $2.4 million. the leadip, 
Gilmore agency, Grand Rapids, more 
than doubled its production of 
month in its history and exceeded jt, 
October, 1954, sales by a phenomena} 
488%. 





Jefferson National Life 
Has Its Best October 


October sales amounting to $4,854. 
360 represented the biggest month in 
the history of Jefferson National Life 
The record sales, an increase of 50% 
over the same month a year ago, were 
a tribute to E. Kirk McKinney, preg. 
dent of the company. 

New A&H premiums written duri 
October totaled $19,246, an increase of 
$5,000 over October, 1954. Five agen. 
cies produced better than $250,000 com. 
bined life and A&H business each dur. 
ing the month, led by the Robert agen. 
cy, Hammond, Ind., which was oy. 
ganized last June. 


Main Fidelity to Sell 


Stock at $25 a Share 


WASHINGTON—Maine Fidelity 
Life has filed a statement with secur. 
ities and exchange commission seeking 
registration of 40,000 shares of $10 par 
capital stock to be offered for public 
sales at $25 a share through P. W 
Brooks & Co. as underwriters. 

The company will pay Brooks & Co, 
a commission of $2.75 a share, will re- 
imburse the underwriter for the fee 
and expenses of its counsel. 





Columbian Nat'l Issues 


Standard to Some Pilots 


Columbian National Life will issue 
standard life contracts to certain pri- 
vate pilots because death losses have 
improved. In the past, pilots have paid 
extra premiums or accepted contracts 
excluding coverage of death while act- 
ing as pilot or crew member. 

Pilots must meet these requirements 
‘o obtain coverage without extra 
charges or restrictions: be over age 30; 
have at least 500 hours flying time; not 
fly more than 120 hours a year as pri- 
vate or crew member; and have no 
recent record of accidents or violations. 





Union Labor Life Names 
George Meany to Board 


George Meany, president of Ameri- 
can Federation of Labor, has been 
elected to the board and executive 
committee of Union Labor Life. Mr. 
Meany has been president of AFL since 
1952 and was secretary for 12 years 
previous. 


Spence Is on LIAMA Board 


Because of a dropped line of type, 
the name of one of the new directors 
of LIAMA, elected at the annual meet- 
ing in Chicago, was omitted from the 
report in last week’s issue, and an in- 
correct company affiliation was shown 
for Raymond W. Simpkin, who is agen- 
cy vice-president of Connecticut Mu- 
tual Life. The omitted director is 
M. Spence, agency vice-president of 
American United Life. 


MANAGEMENT 
CONSULTANTS 
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Members of the executive, program and nominating committees of the 1956 
Million Dollar Round Table met last week aboard the Swedish American Line 
motorship Kungsholm, on which the MDRT will hold its 1956 meeting May 16- 
91, Shown here are the three committees. Those listed are members of the pro- 
gram committee unless otherwise indicated: 

From left, seated: Fraser Deacon, Canada Life, Toronto; George B. Byrnes, 
New England Life, New York City, chairman of the nominating committee, 
member of the executive committee and its immediate past chairman; William 
D. Davidson, Equitable Society, Chicago, executive committee member and 
chairman of the reception and registration committee; and G. Nolan Bearden, 


New England Life, Beverly Hills, Cal. 


, member of the nominating committee 


and a past chairman of the executive committee; standing, Robert U. Redpath, 
Connecticut Mutual Life, New York City; Gerard B. Tracy, Johnson & Higgins, 
New York City; Robert E. Castelo, Northwestern Mutual Life, Champaign, Ti.; 
Harold M. Covert Jr., Mutual Benefit Life, Allentown, Pa.; Roy D. Simon, 
Penn Mutual Life, Chicago; James B. Irvine Jr., National Life of Vermont, 
Chattanooga, Tenn., program committee vice-chairman; Arthur F. Priebe, Penn 
Mutual, Rockford, Ill., executive committee chairman; William B. Hardy New 
England Life, Cincinnati; Nathan H. Burgheim, Northwestern Mutual, St. Louis, 
member of the nominating committee; Iram H. Brewster, Phoenix Mutual Life, 
Pittsburgh; Vincent A. Miletti, Northwestern Mutual, Newark; Robert S. Al- 
britton, Provident Mutual, Los Angeles, vice-chairman program committee; 
Howard D. Goldman, Northwestern Mutual, Richmond, Va., executive commit- 
tee vice-chairman and program committee chairman; Daniel H. Coakley, New 
York Life, Boston; Adon N. Smith II, Northwestern Mutual, Charlotte, N.C., 
executive committee member and chairman of the general arrangements com- 
mittee; Clayton Mammel, Farmers & Bankers Life, Wichita, Kansas, member 


of the nominating committee. 








Another Move in 


Capital Life Case 


O. T. Hogan, chairman of United of 
Chicago, and Paul Temple, also of 
United, were arraigned in Chicago on 
a fugitive warrant charging conspiracy 
to defraud Capital Life of South Caro- 
lina through the malfeasance in office 
of D. D. Murphy, former South Caro- 
lina insurance commissioner. United 
purchased Capital Life. It was indicat- 
ed the men would fight extradition and 
Richland County (S.C.) Sheriff Sligh 
has sent extradition papers to Chicago. 


Realty Holdings Are $2,492,000,000 

U. S. Life companies purchased $234 
million of real estate in the first nine 
months, bringing total holdings to 





$2,492,000,000, according to Institute 
of Life Insurance. Of the total, $572 
million was company used, $460 mil- 
lion was rental housing, $1,439,000,000 
was commercial rental, $9 million was 
farm, and $12 million was held for 
other purposes. 


BANK LOANS 
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RENEWALS 
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Welfare Fund Laws 
Needed in Mass. 


Lack of state regulation of union 
health and welfare funds was decried 
by a Massachusetts legislative study 
commission in an interim report. 

“There are no rules, regulations or 
laws in the commonwealth directly 
governing the funds,” the report said. 
“There is no department or agency 
where agreements creating these funds 
are, at present, even required to be 
filed. This leads to an open invitation 
to exploitation by the unscrupulous,” 
the report stated. 

The commission declared that there 
are ‘billions of dollars in which the 
public, unions, management, and in- 
surance and banking all have a vital 
interest. The report also stated that 
“glaring instances of an utter lack of 
protection for the working man and his 
family places the security of thousands 
of persons in jeopardy.” 

The commission asked that it be con- 
tinued until May. 





Texas Companies Consolidate 


The consolidation of Community Life 
of San Antonio and Texas Reserve Life 
of Harlingen has been approved by the 
Texas department and officers and 
stockholders of both companeis. 

The consolidated company will do 
business as Texas Reserve Life, with 
officers in both San Antonio and Har- 
lingen. New officers are: Dan S. Har- 
ris, president; William V. Brummett, 
vice-president and agency director; J. 
B. Taylor, vice-president R. T. Harris, 
secretary; Roy J. Stroth, tresurer, and 
Neill E. Bailey, chairman of the board. 


B.M.A. Points to New 
Rates as Aid to Its 
November Sales Drive 


Business Men’s Assurance concluded 
a series of regional sales meetings prior 
to its November sales campaign, point- 
ing the theme of the meetings to op- 
portunities created by a new rate man- 
ual which became effective Oct. 15. 

The practice of dedicating Novem- 
ber’s sales efforts to B.M.A.’s founder 
the late W. T. Grant, originated in 1920 
and each November since then has 
been known as Grant month. 

Principal rate changes are: 

Plans are offered in three series— 
ordinary, with a minimum contract of 
$1,000; special, with a minimum of $2,- 
500, and preferred, with a $10,000 min- 
imum. 

Two new contracts, 30-pay and 
whole life, are now offered in the 
preferred series. They are issued on a 
3% reserve basis with a guaranteed in- 
terest rate under all settlement options 
of 24% plus excess interest as de- 
clared by the board of directors. 

Another new feature is increased 
flexibility of the family income supple- 
ment, which now provides $10 to $40 
monthly income for each $1,000 of 
basic contract up to a maximum fam- 
ily income period of 30 years. 

The maximum disability income 
benefit issued with life contracts has 
been increased to $250 a month, and 
for retirement annuity contracts to 
$1,000 a month. Special class premiums 
for impaired risks are quoted up to 
table 16. 

In addition to the new contracts and 
liberalization in coverage, the manual 
also includes rate reductions on most 
plans at most ages. 





Chicago Life Supervisors 
Elect E. A. Tripple 


Chicago Life Agency Supervisors 
elected Edgar A. Tripple of the Rock- 
wood Co. president to succeed Samuel 
Leland of Youngberg-Carlson, general 
agents for Continental Assurance. 

Rex John of Connecticut General 
Life was elected vice-president; Al- 
fred Lasker of Prudential, secretary; 
and Ray N. Wiese of Provident Mutual 
Life, treasurer. 

Named to the board were Mr. Leland, 
Sol Sackheim of Great West Life, A. J. 
Kirchberg Jr. of Continental Assur- 
ance, Eugene O’Reilly of John Han- 
cock and James Beaumont of Provident 
Life & Accident. 

Oliver M. Townsend, counsel for 
Continental Assurance, described the 
primary function of the home offce 
counsel as “keeping the other depart- 
ments out of trouble.” 

“The counsel is also a semanticist,” 
he said, “and can aid in the construc- 
tion of contracts and statutes and the 
interpretation of current legislation.” 

He said the home office counsel can 
also help the company and agents once 
they get in trouble, but said it was 
much easier and wiser to seek the 
counsel’s advice before a mistake is 
made. 





SS to Install Electronic System 


Social security administration is 
transferring 120 million individual old 
age and survivors insurance accounts 
from punch cards to magnetic tape at 
Baltimore headquarters in preparation 
for installation of an electronic data 
processing system next spring. 

Accounts are summarized on three 
by seven-inch cards which are too 
small for additional information re- 
quired under extended OASI coverage. 
All card information can be placed in 
four-tenths of an inch of tape. The 
electronic system will save 3,400 square 
feet of floor space required for stor- 


ing cards the first year alone. It will 
speed up the process of matching names 
with incorrectly reported account num- 
bers and will compute 40,000 benefits 
a week. 

It will cost $291,000 to convert to 
the new system, which will be leased 
from a private company for the same 
amount as now paid for renting punch 
card equipment. Annual savings are 
expected to be $1 million at the outset. 





The Deston agency of John Hancock 
at San Francisco has moved into larger 
quarters at 351 California street. 


in Pacific Mutual’s 
MERCHANDISE 


has supported the 
enlightened client- 
service extended by 
Norman A. Her- 
berts (Detroit) 
throughout his 24 
years of top-rank- 
ing membership in 
in the Big Tree 
Leaders Club. Dis- 
tinguished for the 
high average am- 
ount of his tailored- 
to-need sales, he is 
a leading member 
of the Pacific Mu- 
tual Million Dollar 
(in force ) Club, and 
a consistent annual 
winner of the Na- 
tional Quality 
Award. 


Quality is the dom- 
inant objective in 
all Pacific Mutual 
field procedures. 
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Progress Hinges on Field Management Training 


(CONTINUED FROM PAGE 2) 





a number of adequately trained can- 
didates for various positions,” said 
William H. Whorf, LIAMA director of 
schools. The positions which need a 
constant supply of candidates are: su- 
pervisor; district agent; unit builder; 
new-agency builder; and established- 
agency manager. 

Having such a program of manage- 
ment development would “ideally pro- 
duce a number of candidates for each 
job so that the company will have 
trained groups from which to select. 
This program should have as its ob- 
jective the moving of men through 
such jobs from year to year so that 
they will be adequately trained.” 

“A second objective that a man- 
agement training program _ should 
have,’ Mr. Whorf said, “is to provide 
alternative career training and per- 
sonal production techniques for those 
who enter the management training 
program but do not receive appoint- 
ments to management functions.” 

e 


e -_ 
“The ultimate objective of our com- 


pany is to have a sufficient number of 
competent, well-trained and generally 
well-qualified new managers to fill 
managerial vacancies as they occur in 
our organization,” Seth C. Macon, su- 
perintendent of agencies of Jefferson 
Standard Life, said. 

“The ultimate objective can only be 
accomplished if a series of lesser ob- 
jectives are realized.” He divided these 
objectives into eight categories: 

1. “Insofar as possible we want our 
new managers to come from our own 
field force. 

2. “It is our objective to do a suffi- 
cient induction, education and train- 
ing job with the majority of our agents 
so that, if any one of them is selected 
later for ‘the management training 
pipeline,’ he will have the fundamen- 
tals for the job insofar as being a 
well-trained life insurance salesman 
is concerned. 

3. ‘We want to make sure that men 
selected for managerial work are men 
who have aptitude for management. 

4. “Wherever possible, we want to 


develop men in the general locality 
where they will be needed. Our rea- 
son for this objective is that our past 
experience warns us against trans- 
ferring management personnel from 
one area of the country to another. 

5. “We want to make sure that an 
agent selected for eventual manage- 
ment has an opportunity to demon- 
strate his ability to recruit, train and 
supervise and thereby gain some ex- 
perience in this work prior to his full 
managerial appointment. On the oth- 
er hand, we want to make sure that 
the agent will not ‘burn his bridges 
behind him.’ In other words, we want 
to make it easy for him to return to 
personal production without losing 
face if he should be unable to prove 
his management ability during the 
trial period. 

6. “While selecting and preparing 
certain agents for managerial work, it 
is our objective to be sure that we do 
not disturb those salesmen who are 
not selected. 

7. “By indirect compensation and 
assistance to the manager, we want to 
make sure that the manager’s attitude 
is positive and that he is working with 





man and the broker. 


bia and Hawaii. 





But this agency contract is 
just one of the features of our 
new aggressive sales pro- 
gram, geared for today’s 
market. Your calls will get 
results... from now on! Lead- 
producing direct mail. Simple 
field tested sales aids. Home 
Office and field supervision 
by experienced and proven 
producers. We are adding 
new depth in the field. Gen- 
eral agencies available in 24 
states, the District of Colum- 


Drunded (905 — 


It's the Cat's Whiskers! 


You'll say so, too, when you 
see our new agency contract 
with life time vested renew- 
als, incentive rewards for the 
career man, the multiple line 


Write, wire or phone Claire L. Gsell, Agency Vice President 


CENTRAL STANDARD LIFE 


INSURANCE COMPANY 


211 W. Wacker Drive 
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us in our program by recommendj 
agents who are considered by him to 
be potential managers. 

8. “After a man is appointed 4 
branch office manager, our objectiye 
is to give him continuously the trajp. 
ing, supervision, guidance and person. 
al assistance he needs for success,” 


“The two basic objectives in a man. 
agement development program,” ac. 
cording to Henry Keller Jr., vice. 
president of State Farm Life, are 
“training the present manager in aj 
areas of agency management and ge. 
lecting and preparing agents for fy. 
ture management.” 

“In the final analysis,” Mr. Kelle 
said, “management failure is undoubt. 
edly the most costly item in a sales 
organization. The reason that manage. 
ment failure is so costly is because jt 
is recognized only when mass failures 
have occurred during the time the 
manager has been on the job.” 

“We have reached the point where 
we recognize that it is a paying prop- 
osition to spend time and money nec. 
essary to properly train an agent. We 
have not reached the point of convince. 
ing action where we believe this is so 
for the agency manager.” 

“We cannot continue to develop 
agency training alone until we bring 
about adequate management develop- 
ment to the point where the agency 
manager will not be an obstacle to 
well-laid agency training plans by his 
selection, training and _= supervision 
failures.” 

Mr. Keller outlined the areas to be 
covered in an over-all agency man- 
agement development plan: 

1. “The preparation of a_ properly 
organized selection process for the se- 
lection of future managerial material, 

2. “A program of training for the 
prospective manager to prepare him 
for the job of agency management. 

3. “A program of training for the 
present manager, the object of which 
would be to develop his present skills 
and to maintain a minimum standard 
of effectiveness.” 

The successful agency manager is 
the real key to agency progress,” he 
said. 


The process of indoctrinating a new 
manager is very different from that 
of training an agent, L. W. Butt, field 
training officer of Imperial Life of 
Canada, said. “Most branch managers 
started as life insurance salesmen and 
were recruited because they qualified 
only on that score. They received sales 
training and all their development was 
along these lines until they transferred 
to management.” 

“These are the things the new man- 
ager must accomplish,” Mr. Butt said. 
“Learn how to recruit quality men; 
accept and learn all company sales 
talks and find out how to instruct the 
new man in learning them; study 
agency management methods; give up 
ego recognition and learn how to give 
it to others; learn how to under- 
stand and handle people; defend com- 
pany policy instead of griping about 
it; be at the agents’ beck and call; 
give up a lot of the freedom enjoyed 
as an agent; learn the best way to do 
joint work effectively; learn how to 
supervise; sell himself on the com- 
pany’s time-management methods and 
find out how to interpret the figures, 
set up short and long-range objec- 
tives for branch operations; develop 
work habits that will produce results 
in new men; learn how to build mo- 
rale within the agency; acquire suffi- 
cient knowledge of necessary office 
routine.” 
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»y him mental of Crown Life organization is 
’ Williams Tells LIAMA to make every effort to confine the e e e 
0inted (CONTINUED FROM PAGE 10) manager’s duty to a minimum num- The Right Combination 
jecti : orci lves.” i 

objective rights we — bss at — ber Me ge nppiosi - be pdms a ™ he 
the train. mn managerial s ’ re - specialist in each of his duties. He is 
d person. is explained that his company has and must be the sales manager. «oe FOR AGENCY BUILDING 
uccess,” jyll-time managers in Canada but Stressing the need for setting ob- 

yses the general agency system in the jectives, the speaker said in Canada 
n a man United States. his company wants 3% of the total or- 
am,” ae. “In the United States for us the qdinary business written in the terri- 
ei we pest “— to a —— a “es ae , ; — 
if : rsonal-producin “The beauty of using a percentage ° 
my 2 : new areas,” he said. Noting that of the total business,” he said, “is that 1. Career Compensation Plan 
t and se. | the system is working bg — no manager can alibi himself out of it ___ A2-year plan—one of the most liberal both to agent and general agent. 
s for fy. | Life. Mr. Williams said: ince WE because of conditions. ; i a . 

began our expansion program 10 years Emphasizing the human factor in 2 Production Incentive Agreement 
Ir. Keller | ago. we have appointed 54 general direction, he listed several ways agen- oe ‘ . : 

agents, 45 of whom pioneered for cy officers can make the field man _ A contract for prospective agents unexcelled by leading companies. 


uno crown. Of the 54, 44 are still general fee] he belongs and is part of the 
ee agents, two have reverted to agent team. 


. Training Allowance 





Manage. F a wae nn ’ i 

ecu it Status, Sou — eo Se veniniion . ° . A substantial amount paid to general agents for recruiting and training. 

i seven have ; Referring tc financing as yet anoth- 

. oie He suggested that usually man- oer 9 aga age’ a PLUS THESE ADVANTAGES — Success-proven training courses 
time the : : ill al t th a orbit, Mr. Williams said: ‘Some 

py? agrial _— «tag? sages ls Big ill how or other we must increase the e Programming schools ¢ Business and tax seminars ¢ Lifetime service fees 
int selection pa , income of the average agent.” He sug- 4 A : italizati licies. 
“a pie. recruit and hold men who are better oud tuk ed ee See Complete line, low cost Life, Accident, Sickness, and Hospi muons policies. 
oney nec. than he is. and receive so much more in the way Water H. Huen, President Anrnotp Bere, C. L. U., Agency Vice-President 


On training field managers, Mr. Wil- : 
igent. We ee ae KEaeei a _ of service from the agent, perhaps 
convine. | Hams suid the agency officer's respon they would be willing to pay a bit 


is j sibility is to help a man who already sae : 
this isso } | 3. sales skills to develop executive oe ih en - industry as a whole : F 
ski he same lines in which ; . 
Govaias rg te is skilled: recruiting, se- Commenting on recent trends af- 


fecting the life insurance business, the 
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aids available. about the blue-collar market and do 
eas to be ? i . more thinking about the sport-shirt 
icy man- Agreeing with the plea of A. R. market. 
Jaqua of Southern Methodist univer- He said he would like to see the ACTU ARIES 
properly | sity to “teach him how to sell,” Mr. establishment of a “payroll clearing 
yr the se- | Williams said “we like training sales- house.” a 


material, | men in the field and we try to avoid On the subject of competition among CALIFORNIA IND. & NEB. 
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sement, | end agency department responsibility, ance—the performance of the agent.” COATES, HERFURTH & Haight, Davis & Haight. Inc. 
, for the | out agent training is the manager’s Noting that other industries have ENGLAND Consulting Actuaries 

‘ : responsibility. apprentice plans for prospective sales- : : 
sae Commenting on his fifth orbit of men, Mr. Williams suggested that the Consulting Actuaries or Mm. ncn Aga 
| agency department responsibility, Mr. life insurance business needs to think ndianapolis - Omaha 
standeny Williams said he preferred the word about such a plan. ee Se ae 
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Officers Assn. 

The committee was organized some 
months ago in Toronto at a meeting of 
the executive committee of the asso- 
ciation, attended by about 40 lawyers 
from companies active in Canada. 


Solomon Huber agency of Mutual 
Benefit Life in New York City will 
hold its annual estate planners forum 
Nov. 23 in the Plaza hotel. 

Speaker will be Dean L. J. Acker- 
man of University of Connecticut 
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which provides accident or sickness 
penefits, or medical, surgical or hos- 
pital expense benefits, whether on a 
case indemnity, reimbursement, or 
service basis. 

Cc. Insurer for the purpose of these 
rules shall include any individual, 
agent, broker, corporation, association, 
partnership, reciprocal exchange, inter- 
insurer, Lloyds insurer, fraternal bene- 
fit society, and any other legal entity 
engaged in the advertising of a policy 
as herein defined. 

Section 2. ADVERTISING IN GEN- 


ERAL 

Advertising shall be truthful and not 
misleading in fact or in implication. 
Words or phrases the meaning of which 
is only clear by implication or by 
familiarity with insurance terminology 
shall not be used. 

Section 3. ADVERTISING OF BEN- 
EFITS PAYABLE OR LOSSES COV- 
ERED 

A. Deceptive Words, Phrases or Illus- 
trations. 

Words, phrases or illustrations shall 
not be used in a manner which mis- 
leads or has the capacity and tendency 
to deceive prospective policyholders as 
to the extent of any policy benefit 
payable, loss covered or premium pay- 
able. An advertisement relating to any 
policy benefit payable, loss covered or 
premium payable shall be sufficiently 
complete and clear as to avoid decep- 
tion or the capacity and tendency to 
deceive prospective policyholders. 

Explanation: 

(1) The words and phrases “all,” 
“full,” “complete,” “comprehensive,” 
“unlimited,” “up to,” “as high as,” 
“this policy will pay your hospital and 
surgical bills” or “this policy will re- 
place your income,” or similar words 
and phrases shall not be used so as to 
exaggerate any benefit beyond the 
terms of the policy, but may be used 
only in such manner as fairly to de- 
scribe such benefit. 

(2) A policy covering only one dis- 
ease or a list of specified diseases shall 
not be advertised so as to imply cover- 
age beyond the terms of the policy. 
Synonymous terms shall not be used to 
refer to any disease so as to imply 
broader coverage than is the fact. 

(3) The benefits of a policy which 
pays varying amounts for the same loss 
occurring under different conditions 
or which pays benefits only when a loss 
occurs under certain conditions shall 
not be advertised without diclosing the 
limited conditions under which the 
benefits referred to are provided by 
the policy. 

(4) Phrases such as “this policy pays 
$1,800 for hospital room and board 
expenses” are incomplete without in- 
dicating the maximum daily benefit 
and the maximum time limit for hos- 
pital room and board expenses. 

B. Exceptions, Reductions and Limi- 
tations 

When an advertisement refers to any 
dollar amount, time limit, cost of poli- 
cy, or specific policy benefit or the loss 
for which such benefit is payable, it 
shall also state those exceptions, reduc- 
tions and limitations affecting the basic 
provisions of the policy without which 
the advertisement would have the ca- 
pacity and tendency to mislead or de- 
ceive. 

Explanation: 

(1) The term “exception” shall mean 
any provision in a policy whereby cov- 
erage for a specified hazard is entirely 
eliminated; it is a statement of a risk 
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not assumed under the policy. 

(2) The term “reduction” shall mean 
any provision which reduces. the 
amount of the benefit; a risk of loss is 
assumed but payment upon the oc- 
currence of such loss is limited to 
some amount or period less than would 
be otherwise payable had such re- 
duction clause not been used. 

(3) The term “limitation” shall mean 
provision which restricts coverage un- 
der the policy other than an exception 
or a reduction. 

(4) Waiting or Elimination Period. 
When a policy contains a “waiting per- 
iod” or “elimination period’”’ an adver- 
tisement covered by Section 3 B shall 
disclose such “waiting period” or 
“elimination period”. The term “wait- 
ing period” shall mean the time lapse 
between the effective date of the poli- 
cy, and the term “elimination period” 
shall mean the time lapse between the 
date a loss occurs and the date bene- 
fits begin to accrue for such loss. 

(5) Pre-existing Conditions 

(a) Any advertisement covered by 
Section 3 B shall disclose the extent 
to which any loss is not covered if the 
cause of such loss is traceable to a 
condition existing prior to the effective 
date of the policy. 

(b) When a policy does not cover 
losses traceable to pre-existing condi- 
tions no advertisement of the policy 
shall state or imply that the appli- 
cant’s physical condition or medical 
history will not affect the issuance 
of the policy or payment of a claim 
thereunder. This limits the use of the 
phrase “no medical examination re- 
quired” and phrases of similar import. 

Section 4. NECESSITY FOR DIS- 
CLOSING POLICY PROVISIONS RE- 
LATING TO RENEWABILITY, CAN- 
CELLABILITY AND TERMINATION 

An advertisement which refers to re- 
newability, cancellability or termina- 
tion of a policy, or which refers to a 
policy benefit, or which states or illus- 
trates time or age in connection with 
eligibility of policy applicants or con- 
tinuation of the policy, shall disclose 
the provisions relating to renewability, 
cancellability and termination and any 
modification of benefits or premium 
because of age or for other reasons, in 
a manner which shall not minimize or 
render obscure the qualifying condi- 
tions. 

Section 5. METHOD OF DISCLO- 
SURE OF REQUIRED INFORMATION 

Information necessary to an under- 
standing of the coverage referred to in 
an advertisement, including informa- 
tion required to be disclosed by these 
rules, shall be set out conspicuously 
and in close conjunction with the state- 
ments to which such information re- 
lates or under appropriate captions of 
equal prominence, and shall not be 
minimized, rendered obscure or pre- 
sented in an ambiguous fashion or in- 
termingled with the context of the 
advertisement so as to be confusing or 


misleading. 
Section 6. TESTIMONIALS 
Testimonials used in advertising 


must be genuine, represent the current 
opinion of the author, be applicable to 
the policy advertised and be accurately 
reproduced. The insurer, in using a 
testimonial, makes as his own all of the 
statements contained therein, and the 
advertisement including such _state- 
ments is subject to all of the provisions 
of this code. 
Section 7. USE OF STATISTICS 
Advertisements relating to the dollar 
amounts of claims paid, the number of 
persons insured, or similar statistical 


information relating to any company or 
policy shall not be used unless they 
accurately reflect all of the relevant 
facts. Such advertisements shall not 
imply that such statistics are derived 
from the policy advertised unless such 
is the fact. 

Section 8. INSPECTION ON POLICY 

An offer in an advertisement of free 
inspection of a policy or offer of a pre- 
mium refund is not a cure for mislead- 
ing statements contained in such ad- 
vertisement. 

Section 9. IDENTIFICATION 
PLAN OR NUMBER OF POLICIES 

A. When a choice of the amount of 
benefits is referred to, an advertise- 
ment shall disclose that the amount of 
benefits provided depends on the. plan 
selected and that the premium will 
vary with the amount of the benefits. 

B. When an advertisement refers to 
various benefits which may be con- 
tained in two or more policies, other 
than group master policies, the adver- 
tisement shall disclose that such bene- 
fist are provided only through a com- 
bination of such policies. 

Section 10. DISPARAGING COM- 
PARISONS AND STATEMENTS 

An advertisement shall not directly 
or indirectly make unfair or incom- 
plete comparisons of policies or bene- 
fits or otherwise falsely disparage 
competitors, their policies, services or 
business methods. 

Section 11. JURISDICTIONAL LI- 
CENSING 

A. An advertisement which is in- 
tended to be seen or heard beyond the 
limits of the jurisdiction in which the 
insurer is licensed shall not imply li- 
censing beyond those limits. 

B. Such advertisements by direct 
mail insurers shall indicate that the 
insurer is licensed in a specified state 
or states only, or is not licensed in a 
specified state or states, by use of some 
language such as “This Company is 
licensed only in State A” or “This 
Company is not licensed in State B”. 

Section 12. IDENTITY OF INSURER 

The identity of the insurer shall be 
made clear in all of its advertising. 

Secton 13. GROUP OR QUASI- 
GROUP IMPLICATIONS 

An advertisement of a particular pol- 
icy shall not imply that prospective 
policyholders become group or quasi- 
group members and as such enjoy spe- 
cial rates or underwriting privileges, 
unless such is the fact. 

Section 14. INTRODUCTORY, IN- 
ITIAL OR SPECIAL OFFERS 

An advertisement shall not represent 
that a particular policy or combination 
of policies is an introductory, initial or 
special offer and that the applicant will 
receive advantages by accepting the 
offer, unless such is the fact. 

Section 15. APPROVAL OR EN- 
DORSEMENT BY THIRD PARTIES 

A. An advertisement shall not rep- 
resent or imply that an insurer or a 
policy has been approved or an in- 
surer’s financial condition has been 
examined and found to be satisfactory 
by a governmental agency, unless such 
is the fact. 

B. An advertisement shall not repre- 
sent of imply that an insurer or a poli- 
cy has been approved or endorsed by 
any individual, group of individuals, 
society, association or other organiza- 
tion, unless such is the fact. 

Section 16. SERVICE FACILITIES 

An advertisement shall not contain 
untrue statements with respect to the 
time within which claims are paid or 
statements which imply that claim set- 
tlements will be liberal or generous be- 
yond the terms of the policy. 
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Section 17. STATEMENTS ABOUT 
AN INSURER 

An advertisement shall not contain 
statements which are untrue in fact 
or by implication misleading with re- 
spect to the insurer’s assets, corporate 
structure, financial standing, age or 
relative position in the insurance busi- 
ness. 

SPECIAL ENFORCEMENT PROCE- 
DURES FOR RULES GOVERNING 
THE ADVERTISING OF ACCIDENT 
AND SICKNESS INSURANCE 

(1) Advertising File: Each insurer 
shall maintain at its home or principal 
office a complete file containing every 
advertisement of individual policies 
and typical advertisements of group 
policies hereafter disseminated in this 
or any other state whether or not li- 
censed in such other state, with a nota- 
tion attached to each such advertise- 
ment which shall indicate the manner 
and extent of distribution and the 
form number of any policy advertised. 
Such file shall be subject to regular 
and periodical inspection by this De- 
partment. All such advertisements 
shall be maintained in said file for a 
period of not less than three years or 
until completion of the next examina- 
tion of an insurer following original 
dissemination thereof, whichever is 
longer. 

(2) Affidavit of Compliance: Each 
insurer which is now or which here- 
after becomes subject to the provisions 
of this rule (ruling) must file with 
this Department together with its an- 
nual statement, an affidavit executed 
by an authorized officer of the insurer 
wherein it is stated that to the best of 
his knowledge, information and belief 
the advertisements which were dis- 
seminated by the insurer during the 
preceding statement year comply in all 
respects with the provisions (of the in- 
surance laws of this State as imple- 
mented and interpreted by this rule— 
ruling) (of this rule—ruling). 

(3) It is requested that the chief ex- 
ecutive officer of each insurer to which 
this rule (ruling) is addressed acknow- 
ledge its receipt and indicate its inten- 
tion to comply therewith. 

Effective date of this rule (ruling) 
—90 days from date hereof. Dated this 
day of 1955. Signature 











FURTHER RECOMMENDATIONS 

In addition to the special enforce- 
ment procedures recommended, this 
subcommittee respectfully recommends 
that a permanent committee on inter- 
pretation be established with which an 
industry committee would confer. The 
function of the permanent committee 
would be to interpret the rules as ap- 
plied to advertising language, including 
the development of an interpretive 
guide to encourage and report on en- 
forcement and compliance; to recom- 
mend amendments or alterations of the 
rules; and to serve as a liaison be- 
tween the NAIC and other interested 
governmental agencies in the matter 
of advertising to which these rules re- 
late. 

It is anticipated that the committee 
would function in an advisory capacity 
only, but that its efforts be designed to 
promote uniformity in the manner in 
which the rules are interpreted and ad- 
ministered by the several states. It is 
also recommended that the committee 
be instructed (1) to request any other 
governmental or private organization 
which may be interested to forward 
all future complaints to the appropriate 
state insurance department with copies 
of transmittal letters to the committee; 
(2) to investigate the possibility of rec- 

(CONTINUED ON PAGE 32) 
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Hospitalization Coverage 
With Healthy Benefits 


In the highly competitive and growing 
field of hospital and surgical insurance a Com- 
pany must offer policies that have “something 
extra” in order to assure progress in sales. 


We feel that much of our satisfactory 
growth has been due to such quality features as: 
All diseases covered—no exceptions 















No waiting periods except for maternity 
benefits 

Exceptionally liberal benefits for extra 
hospital charges 


These and many other quality features 
make our plans attractive for both individuals 
and family groups. Yes, we are proud of our 
progress in the hospital and surgical insurance 


fields. 






ATLANTIC LIFE 


INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 
ee More than a Hla Contuny of Sorvce 
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Everything's New at 
DINKLER HOTELS 





DINKLER—TUTWILER 
Birmingham 





DINKLER-ANDREW JACKSON 
Nashville 





’ 


DINKLER-JEFFERSON DAVIS 
Montgomery 
es a : : ‘ 


CARLING DINKLER, 
CARLING DINKLER, Jr., Vice-Pres. 





eto é 
Le ei 


ST. CHARLES 
New Orleans | 





President 





Variable Annuity Views 


at Actuaries Meeting 
(CONTINUED FROM PAGE 6) 

anteed benetits and our primary job 
should be to convince every individual 
and every employer of the desirability 
of providing an adequate layer of pro- 
tection in fixed guaranteed dollars. 

“There are other avenues of invest- 
ment available to those who, having 
made provision for fixed-dollar income 
during retirement years, feel they can 
then afford to take some risk on com- 
mon stock investments in the expecta- 
tion of a possible higher investment 
return and perhaps some capital gains. 
We have objected to savings banks and 
others entering our field at least un- 
less subject to all our laws and regu- 
lations. Should we seek to enter other 
fields without being expected to con- 
form to all their applicable laws and 
regulations? For example, are we pre- 
pared to accept new tax requirements 
and SEC regulations? Do we want our 
agents also licensed as security sales- 
men, as men serving two masters? On 
the contrary, do you not agree that all 
of our efforts and those of our agents 
might better be directed to more ad- 
equate coverage of fixed-dollar life in- 
surance and annuities?” 





Write Binding Receipt Monograph 
William Harmelin, field supervisor 
of Harmelin agency of Columbian Na- 
tional Life in New York City, and 
Donald D. Ryan, life editor of Insur- 
ance Advocate, are co-authors of a 
monograph, The Dilemma of the Bind- 
ing Receipt. Published by Insurance 
Adwocate, the monograph describes 
three principal types of binding re- 
ceipts in use and provides information 
based on a survey of life companies. It 
originally appeared as a series of 
special articles in the Advocate. 


Discuss IHOU Meet in Texas 

A panel discussion at the November 
meeting in Dallas of Texas Home Of- 
fice Life Underwriters’ Assn. provided 
a resume of the convention of Institute 
of Home Office Life Underwriters, 
held at Louisville. 

Mal Thomas, Republic National Life, 
moderated. Participants were Jcseph 
Canty. Southland Life; G. T. Henson, 
National Bankers Life. and Douglas 
Ibbot, Southwestern Life. 








Lights Jefferson Standard Signs 
Three huge neon signs installed atop 
Jefferson Standard Life’s home office 
were switched on for the first time re- 
cently by President Howard Holder- 
ness’ seven-year old daughter Pamela. 
The display, which includes the com- 
pany’s name, and time and temperature 
indicators, is 110 feet long by 8% feet 
high, weighing more than 30 tons. 


Security Mutual of NY. 


Puts Six in New Posts 


Security Mutual Life of Bingham, 
N. Y., has filled these posts: Robert ¢ 
Kohn, who joined the company jn 1949 
after serving on the Binghamton Py, 
becomes group administrative office 
Robert W. Bryon, who joined the com, 
pany in 1954 after serving with th, 
FBI, becomes assistant counsel, 

L. Dale Edwards, who has been wit; 
the company since 1951, becomes as. 
sistant counsel. J. Robert Ash, who 
joined the company in 1953, becomes 
manager of the A&H administrative 
division. A. Paul Traub, who become; 
records division manager in the secre. 
taries department, has been with Se. 
curity Mutual since 1938, and John J 
Cochran, who joined the company jn 
1950, is the new assistant manager jn 
the administrative division of the agen. 
cy department. 





Commonwealth Appoints 


Swanstrom at Dayton 


Commonwealth Life of Louisville 
has appointed James F. Swanstrom 
manager of a new agency at Dayton, 0, 
Mr. Swanstrom joined Pacific Mutua] 
Life at Los Angeles in 1951 and has 
been manager of the management 
training section at the home office, 


Hendrix to Medical Post 


New England 
Mutual Life has 
appointed Dr. Olin 
C. Hendrix medi- 
cal director, ef- 
fective Jan. 1, to 
succeed Dr. Fred- 
erick R. Brown, 
who will retire 
Dec. 31 after 31 
years’ service. 

Dr. Hendrix 
joined New Eng- 
land Life in 1937 
as examining phy- 
sician and became 
a member of the 
home office medical staff the following 
year. He has been asscciate medical 
director since 1951. 








Dr. O. C. Hendrix 





Best 10 Months for Equiowa 

New paid business of Equitable Life 
of Iowa for October totaled $11,314,987, 
an increase of 16.3% over the same 
month in 1954. This brought 1955 pro- 
duction through October to $116,976,- 
345, the largest first 10 months’ record 
in company history. The leading agen- 
cy for the period was Griffing, Ingram 
& Pfaff, Chicago. 





Hague Joins Washington National 

Henry R. Hague, formerly with Con- 
necticut General Life, Boston, has 
joined Washington National as asso- 
ciate general agent at Boston, working 
with Samuel L. Albert, general agent. 















is a Long Time 


And the loss of major household 


support—forever—can cause turmoil that 


may disrupt lifelong plans. 


Your customers want a service that preserves 

financial stability of a household at such times. 

Old Republic’s new Critical Period plan guarantees 36 
months’ payments if the borrower dies, and 12 months’ 
payments in case of disabling accident or illness. 
Because of its low cost, absence of premium differential 
for age, lack of medical examination requirement and 
simplicity in handling, it’s good business for borrower 
and lender alike. No extra help is required. 


A letter, wire or phone call will bring the man from 
Old Republic to your desk with full information. 


CREDIT LIFE INSURANCE CO. 
CHICAGO 1, ILLINOIS 
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LAMA Parley Probes 
Agency Officer Problems 


(CONTINUED FROM PAGE 11) 
want to draw on every available source 
to implement that policy. ; 

The fact that many companies are 
not adequately following up their grad- 
yates of LIAMA schools was the con- 
clusion of William H. Whorf, Richard 
N. Ford and Charles K. Reid II in their 
discussion on how companies may in- 
crease their benefit from use of the 
schools. 

Mr. Whorf reported on response to 
a questionnaire which indicates that 
“Jess than one-half of companies using 
LIAMA schools do anything to recog- 
nize their graduates, analyze their 
projects, or provide follow-up training 
and supervision.” 

Mr. Reid suggested that part of the 
difficulty might be that “some compa- 
nies think of a school as a complete 
management training program in it- 
self.” Mr. Whorf, who is director of the 
LIAMA schools, called them “only one 
step in the process of developing a 
manager.” 

The question of home office prepar- 
ation for LIAMA schools was raised 
by Mr. Ford. “One company avoids 
sending men who have not had agency 
experience,” replied Mr. Reid. He said 
this company likes to withhold a man- 
ager from attending until he has a 
minimum of one year of actual agency 
operation on his own. Another compa- 
ny, it was revealed, uses the LIAMA 
study course in agency management to 
prepare its men for management. 

Mr. Whorf described one company’s 
plan of holding a meeting for men be- 
fore they attend a school. The purpose, 
he said, is “to state clearly what is ex- 
pected of each manager during and af- 
ter he has attended school.” 

Companies reporting some follow-up 
procedures in the questionnaire listed 
standard techniques of agency visita- 
tion, correspondence and visits by the 
manager to the home office. 





Guardian Names Deas 


Guardian Life 
has appointed Ri- 
chard R. Deas 
manager at Col- 
umbia, S. C. Mr. 
Deas has_ been 
agent and _ assist- 
ant manager of 
Prudential at Col- 
umbia since 1948. 





Richard R. Deas 


Round Table at Cincinnati 
CINCINNATI—A round table dis- 


cussion on financing the new man con- 
stituted the agenda for a meeting of 
Cincinnati Associated Life General 
Agents & Managers. Discussion leaders 
were James H. Farrar, Connecticut 
Mutual Life; W. W. Wray, John Han- 
cock; P. C. Bake, Phoenix Mutual Life; 
R. F. Grund, Connecticut General Life; 
and John J. Kyle, New York Life, who 
was chairman. N. Roy Humphries, 
Manufacturers Life, presided. 

A Christmas party will take the 
place of the regular meeting next 
month on Dec. 6. W. B. Hoyer, John 
Hancock, Columbus, will speak at 
the Jan. 11 meeting. 





Rountree Heads New Assn. 
for Group Men at Boston 


Representatives of 23 companies at- 
tended the first monthly meeting of the 
newly-organized Boston Group Repre- 
sentatives Assn. and elected the fol- 
lowing officers: President, George H. 
M. Rountree, Travelers; vice-president, 
John W. Laffey, New England Mutual 
Life; secretary, Stanley W. ,Mack, 
Massachusetts Mutual Life, and treas- 
urer, Joseph A. Hammond, Occidental 
Life of California. 





Joins Fidelity Life of Ill. 


William H. Rothermel has _ been 
named director of sales and assistant to 
the president of Fidelity Life of Illi- 
nois. He joined Fidelity after two years 
with the Kemper group in Chicago 
where he was assistant production 
manager in the business extension di- 
vision. Before joining Kemper he was 
with United Benefit Life. 





Names Frank at Atlanta 


Security Mutual Life of Binghamton 
has appointed Thomas A. Frank gen- 
eral agent at Atlanta. Mr. Frank for- 
merly was with National Life of Ver- 
mont and Bankers Life of Iowa. 





Cover Retired Employes 


Retired employes of Equitable So- 
ciety now receive “health care insur- 
ance” similar to the company’s recent- 
ly developed “major medical expense 
insurance.” 

The new coverage provides 75% re- 
imbursement for a wide range of cov- 
ered charges in excess of a $75 deduct- 
ible, subject to a maximum for each 
person of $3,000. 





Name Schoenfeld Manager 


Security-Connecticut Life has ap- 
pointed Douglas R. Schoenfeld man- 
ager of the new agency at the home of- 
fice, 175 Whitney avenue, New Haven. 
The agency will serve New Haven and 
Fairfield counties, except for Water- 
bury. 

Mr. Schoenfeld has been district 
manager of Equitable Society in New 
Haven county. He is a CLU. 





48th Year of 











Friendly Dependable Service 


Peoples Life proudly salutes its 
Agency Force for Outstanding Suc- 
cess in presenting to the public 
Financial Independence and Life 
Time Security via Life Insurance 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 
Frankfort - 


Indiana 











Life 
A&H life insurance in force exceeds 
Group 
Franchise | $840,000,000.00 
7 | e 
Hospitalization 
Brokerage 
‘ PLUS: One of the most advanced agents 
Reinsurance : 
training programs in the nation... 
a Supervised offices . . . Trained Group 


. An alert 


Underwriting and home office staff . . . 


men to assist agents. . 


Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


Theo P. Beasley, President Home Office, Dallas 
















Over $1.3 Billion 


Insurance 
in Force 








JEFFERSON 
STANDARD’S 


Mr. 
A 


% 






Says: 
“4% paid on divi- 
dends and policy proceeds 
puts Jefferson Standard in a 
class by itself. Guaranteeing 212% on policies cur- 
rently issued, my company has never paid less than 
4% interest on policy proceeds left on deposit to 
provide income. 4% is the highest rate of interest 
paid by any major life insurance company. Policy- 
holders know and appreciate the added income from 
4% — yes, 4% make a big difference.” 


Jefterson Standard 

















LIFE INSURANCE COMPANY Home Office: Greensboro, N.C. 
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Companies Make Early Announcements of 1956 Dividend Action 


Funds Left with Company 


wi 
dra 


ith- 


Ww Accum- 
drawable i 


th- 
wable 


Current Old Div'ds. | 
Name of Company Policies Policies % % % | Name of Company 
ee) ears Same as’55 Same as 55 2 3 3 ; Midland Mutual ..... 
American Mutual, Ia... 24 em 3 3 3.25 | Mod. Woodmen of Am.. 
Baltimore Life ....... 2.5 2.5 2&3 | Monarch Life, Can. ... 
Bankers Mutual, Ill. .. 2.5 2.5 3 | National Life, Ia. ... 
Bankers Union, Col. .. Approx. 2.5&3.5 2.5&3.5 - | National Life, Vt. ... 
2% Nebraska National .... 
Benefit Assn. R. E. . Same as ’55 4 2 $ New England Mutual . 
Boston Mutual, Mass, . ae 2.5 2 2 ’ 
Brookings Internat’l. o* 2.5 2.5 2.5 | Northern Life, Can. .. 
Christian Mutual ..... Same as '55 2.5 2 3.5 Old American, Wash. . 
Columbus Mutual, 0. . = 3 3 i] Old Line Life ....... 
Connecticut Mutual .. Approx. Approx. 3.3 3.3 3.15 | Presbyterian Ministers 
3.75% Incr. 3.75% Iner. Provident Life, N. D. . 
Continental Amer. .... Sameas’55 Same as ’55 3 3 3 Pyramid Life, Kan. 
Country Life ...coes: i 2.5 2 3 Rural Security, Wis. . 
Cuna Mutual ........ 3 3 3 Shenandoah Life ..... 
Farm Bureau, Mo. ... oe 2.5 2.75 2.5 | State Farm, Ill. .... 
Fidelity Life, Ill. .... Same as °55 3 2.5 3 State Life, Ind, ..... 
Fidelity Life & Dis. . 44 2. 3 3 Union Central ....... 
Great Southern ...... > 2.75 3 Union Mutual, Me. ... 
Hoosier Farm Bureau . 2.5 2.5 2.5 | United Home, Ind. ... 
Independent Life, Md. 2.5 2 5 Wisconsin Life ...... 
Lincoln Mutual, Neb. ” “4 _ 25 2.5 2.5 | World Ins., Neb. .... 
(a) Slight variations. (b) Funds at interest, 4%; installment settlements, 3.5%. | (c) Except policies dated 


F; unds- Left with Company 
Non- 


with- ith- Accum. 
Current Old drawable drawable Div'ds. 
Policies Policies % % % 
x n 3 5 3.25 
. 3 3 25 
“§ GUARANTEED RATE 
” ” 3 3 
” ae Ag 2.5 
Approx. Approx. 3 3 
10% Incr. 10% Incr. 
Same as’55 Same as '55 3:5 3.5 5 
” ” 3 2.5 
” ” 3 3 
ae (b (b 5 


) ) 
V4 Guaranteed Rate 
2.5 2.5 


NVWWWWWWNHWLWWWW WWlh Ww 
Nw 


e Same as 55 

. oF 2.25 2 

‘i ie 2.5&3 2.5&3 25 

” ” 3 3 

” ” 3 3 

(a) (a) S 3 
Same as 55 Same as 55 3(c) a 

xd ” 2.5 2.5 

2 2 75 
1948 and later held in trust, 2.5%. 








N.Y. Life Names Branch 


to Sales Training Post 


Jack E. Branch Jr., associate man- 
ager of New York Life at Atlanta 
since 1952, has been appointed regional 
manager of sales training for the west- 
central region, effective Dec. 1. 

. Mr. Branch, whose headquarters 
will be in St. Louis, will succeed 
Charles T. Bell, who has been named 
manager at Tulsa. Mr. Branch joined 
the company in 1937 at Atlanta. He was 
advanced to assistant manager in 1941 
and was transferred to Jacksonville the 
same year. He moved his headquarters 
to Miami in 1946. He was named man- 
ager at Macon in 1948. He is a CLU. 





Ray Martin Retires; 
40 Years with Home Life 


Ray Martin, manager of Home Life 
of New York at Champaign, IIl., since 
1942, was honored on his retirement 
after 40 years with the company. Pres- 
ident William P- Worthington, at a 
luncheon in New York City attended 
by senior officers, presented Mr. Mar- 
tin a retirement pin and his first 
annuity check under the company’s 
security benefits program. He also re- 
ceived a gift from Managers Assn. It 
was his 65th birthday. 





Stephenson to New Agency 
Job with Occidental, Cal. 


Robert B. Stephenson, formerly 
agency assistant superintendent for Oc- 
cidental Life of California, has been 
advanced to field superintendent of 
agencies. 

Mr. Stephenson is succeeded by 
Richard R. Smith who joined Occi- 
dental’s home office staff six years ago. 

Mr. Stephenson has been in the busi- 
ness for 20 years and with Occidental 
since 1937. He was appointed agency 
assistant superintendent in 1952. 





Acacia Raises Age Limit 


Acacia Mutual Life has now will per- 
mit issuance of insurance on applicants 
between the ages of 66 and 70 on the 
whole life and life paid up at 90 plans. 

Applicants within these age limits 
may also be considered on a substand- 
ard basis providing the rating does not 
exceed “special class 4” or a flat extra 
premium of $10 per $1,000, or a com- 
bination of a table rating and a flat 
extra premium corresponding to these 
ratings. 





Mass. Mutual in Force 
Totals $4,780,794,000 

Massachusetts Mutual Life ordinary 
and group in force totaled $4,780,794,- 
‘000 at the end of nine months and not 
$780,794,000 as stated in the Nov. 4 is- 
sue of THE NATIONAL UNDERWRITER. 





New Arkansas Stock Company 
General Life of Arkansas has been 

chartered as a new legal reserve stock 

company at 806 West Second street, 


Little Rock, with C. C. Yost and Will- 
iam P. Daves, both of Dallas, as pres- 
ident and secretary-treasurer respect- 
ively. 

The company has been authorized to 
offer publicly 100,000 shares of no par 
value stock. Total stock authorization 
is 257,000 shares, with original stock- 
holders and organizers subscribing 
$157,000 to common stock and $70,000 
to the surplus fund. 

Mr. Yost, in the business since 1924, 
has been vice-president of Reserve 
Life, Guard Life and National Security 
Life. 





Insurance Ownership 
Survey Being Made 


A nationwide survey is now being 
made for Institute of Life Insurance to 
provide a new basis for estimating the 
number of life insurance policyholders 
in the United States and show their 
individual and family characteristics, 
and their attitudes towards life insur- 
ance. 

Within the next 30 days an estimate 
for the number owning policies will be 
available and early next year the final 
tabulation of the entire survey will be 
ready. The survey is being made for the 
institute by the Survey Research Cen- 
ter of University of Michigan. 

The institute’s survey will cover such 
things as the age, income, sex, occupa- 
tion and marital status of policyhold- 
ers. It will list the various types of life 
insurance, including not only regular, 
legal reserve insurance, but also U.S. 
government insurance, group insur- 
ance, other special plans. Number of 
policies owned will be tallied and the 
number and relationships of family 
members owning policies will be listed. 

Consumer opinions will be sought 
from the policyholders as to the ade- 
quacy of the life insurance owned. 


A&H Benefits Jump 


A&H benefits paid during the first 
three quarters of 1955 by U.S. life 
companies totaled $1.028,000,000, ac- 
cording to Institute of Life Insurance. 
This was $162 million more than in the 
corresponding nine months of last year. 

Group A&H benefits accounted for 
$782 million of the total and were $94 
million more than a year ago. Individ- 
ual A&H policies paid claims of $245 
million in the nine months, up 38%. 


Manhattan Passes $600 Million 


Manhattan Life has exceeded $600 
million in insurance in force, the Nov. 
1 total being $602,136,583. The 10 
months sales were $126,522,083, up 
43%, setting a record. 


Named to N. E. Life’ Group Posts 


New England Mutual Life has ap- 
pointed as. district group representa- 
tives Lovick H. Kernodle Jr. at 
Atlanta, Raymond P. Chamberlain Jr. 








at Los Angeles, Robert C. Wagner at 
San Francisco, Allan J. Smith Jr. at 
Boston, and John N. Landi at New 
York City. 

Paul R. Barbera, William E. Ward, 
both U. S. army, and David F. Harber, 
U. S. air force, will rejoin the company 
on separation. 

The men completed a three-months 
training course at the home office on 
group life, annuity, pension, A&H, 
underwriting, claims and administra- 
tion. 





Kansas Managers to Hear 


About Big Agency Operation 


William A. Fraser and Theodore M. 
Hahn, manager and assistant manager 
respectively of Bankers Life of Iowa 
at Lincoln, Neb., will describe the op- 
eration of their agency at the annual 
meeting of Kansas General Agents & 
Managers Assn. Dec. 7 at the Broad- 
view hotel, Emporia. 

Messrs. Fraser and Hahn, who oper- 
ate the largest Bankers Life agency in 
the country, will discuss: Planning and 
recruiting; training the new agent; the 
recruiting process, selection, and sell- 
ing the life insurance career; field su- 
pervision, planning and organization 
of the new man’s time; office manage- 
ment, agency bulletins, sales confer- 
ences, and sales and agency meetings. 





Record-Breaking October 

Provident Mutual Life sales in Oc- 
tober set a new record for the month. 
It was the fourth consecutive record- 
breaking month. 











Robert A. Brown, dean of Pacific 
Mutual Life field representatives, on 
behalf of his associates across the na- 
tian presents silver entree dishes to 
Mrs. W. W. Gillespie (left) & Mrs. Fred 
Sibley at the close of leaders’ con- 
ferences held at Banff Springs hotel 
and Chateau Laké Louise last month. 
The gifts were in appreciation by the 
field to the wives of W. W. Gillespie, 
assistant superintendent of agencies, 
and Fred S. Sibley, vice-president, for 
the active part taken by these ladies 
in hosting numerous Pacific Mutual 
field conferences and conventions. Mr. 
Brown is the only active charter mem- 
ber of the company’s Big Tree Club, 
founded in 1915. : 


Johnson Sees in F. onage 
Rising to $700 Billion 
by 1965 at Growth Rate 


If the unprecedented growth of ji, 
insurance in the past 10 years igs any 
criterion of the future, the in force 
total readily could reach $700 billion 
by 1965, Holgar J. Johnson, Presiden; 
of Institute of Life Insurance, declara 
in recent speeches. 

Mr. Johnson, speaking at the 50th 
anniversary meeting of Commonwealth 
Life, pointed out that the growth o 
life insurance from $234 billion to $359 
billion in the past five years has been 
a real accomplishment by the people 
It has been a demonstration of people 
desire to provide for their futur 
through their own efforts without de. 
pending on governmental instruments 
He listed factors which contributed {) 
the rapid growth of life insurance jp 
recent years and point to continue 
growth in like proportions in the year; 
ahead. 

If life insurance advances in the nex} 
10 years as much as it has since 1945, 
the average size policy owned per fam. 
ily could well exceed $12,000 by 1965, 
Mr. Johnson told San Francisco Assp, 
of Life Underwriters. If the $700 bi- 
lion mark is reached by 1965, it wil 
represent a vital protection for a better 
living standard and an increased flow 
of new capital funds to help finance 
expansion and productivity. 


With a record year now assured for 
1955 for American business, all signs 
point to a continuation of high-level 
activity in the months ahead, he said 
in a talk to Oakland-East Bay Assn, 
of Life Underwriters. Life insurance 
has participated in 1955 expansion and 
has contributed to its strengthened 
base. 

Without any further increase in its 
rate of growth, but merely continuing 
that of the past five years, aggregate 
life insurance ownership may be ex- 
peeted to be very near—if not more 
than—$500 billion within five years, he 
said. This would double the in force 
figure of five years ago. Accompanying 
that increase would be a growth in life 
insurance assets to well over $100 
billion. 





Text Given for Proposed 
A&H Advertising Rules 


(CONTINUED FROM PAGE 29) 
ommending other appropriate volun- 
tary enforcement procedures through 
cooperation with the various trade as- 
sociations, publishers, radio and tele- 
vision networks, advertising agencies, 
and so forth, and (3) to study the 
feasibility of including a review of ad- 
vertising to which these rules apply 
during regular statutory examinations. 


Absorbs Northwest A.&H. 


PORTLAND, ORE. — Northwestern 
A.&H. Association of Oregon has 
been merged with Ins. Co. of Oregon. 
The. 40-year old association will be 
dissolved, with the insurance company 
assuming all liabilities and assets. 

Northwest A.&H. was founded as a 
fraternal organization in 1916 and has 
been operating in the A&H field in 
Oregon since that time. 








EF sists 
Taylor Heads United Western 


J. R. Taylor, formerly executive 
vice-president and agency director of 
Rural Life, Dallas, was elected presi- 
dent of United Western Life, Fort 
Worth. K. H. Beauchene, also formerly 
with Rural Life, becomes secretary of 
United Western. 
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“When [started as a multiple-line agent,” says 
Mr. McDowell, “I began a type of agency in Ames 
that no one had ever heard of. Everyone said it was 
impossible. But I think that in the past thirty years 
we have demonstrated that this is by far the most 
effective form of insurance representation, We have 
proven to our customers that it is better to buy 
life. accident, casualty, fire, marine and bonds 
from one agency, as they can obtain more personal 
service. And we have proven to ourselves that 


through our Travelers multiple-line approach we 


Mr. Esmonp Ewinc, Vice President 
The Travelers Insurance Companies 
Hartford, Conn. 


Please send me further information concerning 
Travelers Multiple-Line Representation. 


Name oe 


Street___ 






“Mubtple-line colling 
id wore important now 


than, ever before” 


says Waldo E. McDowell of Ames, Lowa, 


representing The Travelers since 1925. 


never run out of prospects in some line. A multiple- 
line agency is a powerful figure among other single- 
line agencies. By handling all your prospects’ 
needs and requirements in all lines of insurance 
through one company, you weed out competi- 
tion from other agents and other companies.” 
After more than thirty years of representation 
with The Travelers, Mr. McDowell is well-qualified 
to discuss the advantages of multiple-line selling. 
If you are interested in these possibilities for your- 
self, simply contact The Travelers Branch Ofhice 


nearest you, or send us the attached coupon. 








a 


HARTFORD 15, CONNECTICUT 


including Life + Accident + Group 
Automobile + Casualty + Fire 


All forms of personal and business insurance 














Never time to do it right. 
Always time to do it over. 








The well-known epigram in our 
illustration is a commentary on the 
wrong thinking of one kind of 
individual—and the folly of agreeing 
with him. 

Heedless haste has never been a 
short-cut to speed in any field. Some 
things just can’t be hurried. Wise 
counsel is one of them, and as well 
as any other business man, the life 
insurance agent knows the worth of 
deliberation. He deals in values that 
are long-lasting, in plans and ideals 
that endure through many lifetimes. 
In the area of human affairs, where 
he serves his prospects and policy 
owners, the greatest satisfaction is 
gained when the fullest understanding 
is achieved. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 


The signs and slogans of business are 
footnotes to the history of our times. For 
ninety years, the Provident Mutual 
underwriter has shared in American 
history by providing an ever-increasing 
amount of the family security that bulwarks 
our American freedom and enterprise. 





